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Dwelling Property 


Rate Adjustments 
Made in N. Y. State 


Apply to One to Four Family Pri- 
vate Dwellings; In N. Y. City 
Certain Rates Are Being Lowered 


OVERALL RISE OF ABOUT ',% 


Rules Revised to Provide Rates 
For 1-2 Family Houses Apart 
From 3-4 Family Dwellings 


Adjustments in fire insurance rates 
on one, two, three and four family pri- 
vate dwellings in New York State were 
announced September 18 by the New 
York Fire Insurance Rating Organiza- 
tion on behalf of its 270 affiliated com- 
panies writing dwelling fire insurance in 
the state. In New York City, owners of 
one and two family homes will pay lower 
rates while owners of three and four 
family dwellings will pay slightly higher 
rates. 

In the balance of the state, owners of 
one and two family homes will pay ap- 
proximately the same rates as before, 
but owners of three and four family 
dwellings will pay slightly higher charges. 

The net effect of the rate changes will 
be to add approximately one-half of one 
per cent, on the average, to the cost of 
fire insurance for dwelling properties 
throughout the state. 


Dwelling Rules Revised 








Private dwelling property rules are 
revised to provide rates for one or two 
family private dwellings apart from rates 
for three or four family dwellings. Pre- 
viously, private dwellings up to four fam- 
ilies were regarded as the same rate 
class. These new private dwelling rate 
classes will now be separately coded for 
underwriting experience. 

Public protection requirements for 
class rated private dwellings have been 
materially liberalized and are now based 
on the principle that this class of risk 
does not require the same degree of pro- 
tection as does the industrial, commercial 
or institutional risk. 

The previous rules limited recognition 
of protection to within three miles from 
a fire department station and 600 feet 
from a public hydrant. The new rules 
with respect to class rated private dwell- 
ing property only extend the limits to 
five miles and ‘1,000 feet respectively. 

A new protection class, class CC, re- 


(Continued on Page 28) 
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Northeastern Life Congratulates the 


General Agents and Managers Conference 
of NALU 


on a Decade of Contributions to 


LIFE INSURANCE 
“HAPPY BIRTHDAY”, Sept. 27, 1961 


Mount Vernon, New York 

















Automatic electronic 
insurance brokers? 





Ridiculous! No new-fangled, push-button selling in this business. Fact is, at 
Public Service Mutual, we cling to a few old-fashioned ideas. Like fast, effi- 
cient service. Personal attention. Know-how. Sound financial footing. The 
one exception — the fresh, bright creative <7 with which we attack insur- 
ance problems—and solve them, profitably. Have you looked into our 
deviation arrangements lately? 


Our deviation arrangement and liberal commission make Public Service insurance easier to sell. 
20% DEVIATION: 10% DEVIATION: ay: 
General Liability in all forms. Automobile bodily injury and 
15% DEVIATION: property damage liability: al) 
Fire and allied lines. classes. 


SPECIAL DIVIDEND PAYING: & 
Workmen’s compensation. 





MUTUAL INSURANCE CC. 
HOME OFFICE: 10 Columbus Circle, 
New York 19, N. Y. 

37 years of public service 


WILLIAM E. DANDRIDGE, Agency Supt. * Mineola: 288 Old Country Rd., Long Island, 
ROBERT ZMOOS, Mgr. * New Rochelle: 245 Hugenot St., W. E. BYRNE, Mgr. * Rochester: 
10 Gibbs St.. W. C. VAN VECHTEN, Mgr. * Buffalo: 907 Morgan Bidg., JOSEPH 
MURPHY, Rep. * Syracuse: 813 State Tower Bidg., JAMES E. MacCOLLUM, Rep. ° 
Miami: 902 S.W. Second Ave., THOMAS H. RIGGINS, Mgr. * E. Orange: 61 Lincoln 
St., IRVING GROVES, Mgr. 


Deviations and Dividends shown for New York State: . . . for other states, write New York office. 
ESS eee 





LAA Dallas Meeting 
Attracts Close To 
300 P. R. Officers 


L. R. Blanchard, New President, 
Succeeds J. L. Briggs; Others 
Elected for 1961-62 Year 


T. T. WALLACE IS KEYNOTER 


“Communications — The Variable 
Constant” Meeting Theme; Keen 
Interest Shown in Exhibits 


By Wattace L. Capp 


Dallas, September 21—With nearly 
300 advertising, public relations and sales 
promotion executives on hand from 
United States and Canada, the 28th an- 
nual meeting of Life Advertisers Asso- 
ciation got off to a fine start yesterday 
noon at Sheraton-Dallas Hotel with wel- 
coming remarks by Randall Davis, gen- 
eral manager of the hotel, followed by 
presentation of annual meeting commit- 
tee chairmen by Richard L. Hinder- 
mann, Pan-American Life, who was the 
general chairman, and luncheon address 
by Travis T. Wallace, board chairman, 
Great American Reserve. on “Imagina- 
tion in Communications.” This tied in 
with the meeting theme—‘Communica- 
tions—The Variable Constant.” 


Blanchard Succeeds Briggs 


L. Russell Blanchard, Paul Revere 
Life, succeeded John L. Briggs, South- 
land Life, to the presidency of LAA for 
the 1961-62 year. Other officers elected 
are William A. Neville, Great-West Life, 
vice president; Robert M. MacGregor, 
Phoenix Mutual, treasurer; George H. 
Kelley, CLU, New York Life, secre- 
tary; David J. Behling, Northwestern 
Mutual, editor. 














Interest in Exhibits 


Those attending showed keen interest 
in 427 exhibits of company material on 
display in the Sheraton-Dallas Hotel, 
convention headquarters, and Loflin E. 
Harwood, Great American Reserve, and 
his committeemen won LAA plaudits for 
an assembling job well done. Elsewhere 
in this issue the company award winners 
are printed. 


T. T. Wallace Keynoter 


As keynoter, Mr. Wallace emphasized 
repeatedly in his talk that “as an industry 
we are not noted for our use of imagina- 
tion in communications.” He lamented the 
fact that “the vast majority of people 
around us think insurance is dull and 
that we are dull hey overlook that 
life insurance deals with the very basics 
of existence: life and death, homes, 
money, children, education, hopes, 
dreams, fears. provision for old age—all 
the very stuff of life itself. 

“Can we just ignore people and let 
them go on in their error?” Mr. Wal- 
lace asked. “If we do we pay a penalty 
for letting them hold this opinion of 
dullness. Actually we pay the penalty 
every time they skip over our advertise- 
ments; every time one of our radio or 
TV commercials gives them opportunity 
to take a beer break, or when they 
throw away unopened our direct mail, 


(Continued on Page 23) 
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SPRINGFIELD 1, MASSACHUSETTS © ORGANIZED 1651 


A NEW DAY FOR C.L.U. 


To the 7,000 C.L.U.s throughout the coun- 
try and the 12,250 men and women now en- 
rolled in C.L.U. study, the recent dedication 
of Huebner Hall represents the achievement 
of a cherished vision. 


Thirty years ago and more, the C.L.U. 
movement started as a concept in the minds 
of Dr. Huebner and those dedicated NALU 


leaders who saw the vision. 


Today the edifice in Bryn Mawr is tangible 
evidence that the American College of Life 


Underwriters and the professional body of 
C.L.U.s known as the American Society of 
Chartered Life Underwriters are established 
and accepted at last by the public and the 
great body of life underwriters. A vivid 
demonstration of the power of an idea whose 
time has come! 


It will be no less important from today on 
to encourage the new men in our business to 
undertake C.L.U. study. But of even greater 
importance, those of us who are C.L.U.s re- 
alize that C.L.U. is only the beginning. To 
live up to our own ideals, we must continually 
grow — and to help us, our American Society 
publishes the C.L.U. Journal and Query, and 
provides the C.L.U. Institutes. Other plans 
are under way to increase and improve our 
continuing education. | bespeak our contin- 
ued enthusiastic participation both as indi- 
viduals and as Chapters in the C.L.U. pro- 
gram. 


Jrba dlalth 


General Agent, Syracuse 
President, 

C.L.U. Association of the 
Massachusetts Mutual 
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The Equitable Life Assurance Society 
which has been moving into its new home 
olfice building at 1285 Avenue of the Ameri- 
cas between Fifty-first and Fifty:second 
streets dedicated the structure on 
September 24. This 42-story glass and 
aluminum skyscraper is the world’s 
largest privately-owned office building 
with a single occupancy. It is adjacent 
to Rockefeller Center and a block above 
Radio City Music Hall. 

When the entire moving operation is 
finished it will mean that 75,000 pieces 
of equipment has been carted to new 
location in 1,800 vans. 


Houses All H. O. Departments 


Rising 541 feet from the street, the 
structure took more than three years 
to construct. It has a gross floor area 


of 1,715,000 square feet, equal to 42 
acres. 
The building enables Equitable to 


house all its home office departments, 
7,350 persons, in one place for the first 
time in ten years. When it outgrew its 
previous home office at 393 Seventh Ave- 
nue, it was forced to lease office space 
in six other buildings. The Equitable 
home office had been at the Seventh 
Avenue and 32nd Street building since 
October, 1924. 


$514 Billion in Valuts 


Among the 
features are: 

A tree-lined plaza, created by setting 
the tower back 16 to 28 feet from the 
building line. The 17,800 square foot 
lobby has exterior glass walls which are 
recessed 15 feet behind the tower’s 
aluminum columns. The lobby core is 
blue tile from floor to ceiling and the 
floor is a light tan terrazzo. 

Thirty-four automatic passenger ele- 
vators and four service elevators. The 
passenger elevators are capable of mov- 
ing 2,000 people in five minutes. 

A refrigeration plant serving 12,000 
air-conditioning outlets. It has a capacity 
of 5,200 tons, sufficient to create 10 mil- 
lion pounds of ice per day. 

One of the world’s best protected steel- 
lined vaults, weighing 155 tons with walls, 
floor and ceiling 28 inches thick and a 
25-ton door. It will house some $5%4 bil- 
lion in securities. (The Society’s assets 
total $10 billion.) 


Inward Dialing Telephones 





building’s distinguishing 





A direct inward dialing telephone 
system, with a capacity of 2, exten- 
sions. The conventional switchboard has 
been replaced by pushbutton consoles. 

An automatic conveyer system for 
inter-office transfer of material. The 600 
large trays which travel on five vertical 
lifts are constructed to hold items weigh- 
ing up to 35 pounds compared with the 
limit of three pounds in the tube system 
at 393 Seventh Avenue. 

A “chart” room featuring a dialing 
system for projecting up to 500 35mm. 
glass slides on a 6 by 6 movie screen. 
Charts are kept on such matters as data 
about the Society, the insurance industry 
and the economy in general. 


Ultrasonic Cleaning System 


An_ ultrasonic cleaning process for 
cleaning a variety of equipment, includ- 
ing 8000 Venetian blinds and 52,000 
lighting fixture lenses—believed to be 
the first application of the process in a 
large office building. 

An employe restaurant with a seating 
capacity of 1,400 and geared to serve 
5,000 persons daily. 

An enlarged employes’ health center, 

















New Equitable Society Building 


with doctors’ suites surrounding nine 
treatment cubicles. The center contains 
two audiometer booths with special ap- 
paratus to measure hearing and an emer- 
gency room located on a straight line 
from elevators. 

A permanent exhibit of mementos and 
documents dramatizing the history of the 
Society and New York City—known as 
the “President’s Gallery.” 


Data Processing Center 


One of the insurance industry's largest 
and most advanced data _ processing 
centers. A feature is a “floating floor,” 


Equitable Society Gigantic Moving Job 


All Divisions Now in New 42-Story Building on Avenue of Americas; Largest Privately Owned 
Office Building With Single Occupancy; Dedication Ceremonies Held 


which permits heavy cables needed for 
electronic equipment to be run between 
the original floor and the floating floor 
and provides a plenum chamber for air 
supply. 

One of the building’s most distinctive 

points will be the display in the lobby 
of the “Lithochron,” now nearing com- 
pletion. The “Lithochron”’ is a stainless 
steel time capsule encased in the largest 
block of clear plastic ever produced, an 
eight foot high block weighing 3,300 
pounds. It will replace the customary 
corner-stone as the building is made of 
glass and metal. 
_ Part of the basement under the build- 
ing, the concourse, connects by tunnel 
with the neighboring Time & Life Build- 
ing, Rockefeller Center and the 50th 
Street Independent Subway Station. 

Turner Construction Co. served as 
general contractor, and Skidmore, Owings 
& Merrill as architect. Maria Bergson 
Associates supervised interior design, 
executive area. 

John H. Muller, senior vice president, 
was chairman of The Equitable officers’ 
committee for the project. Aiding him 
was Second Vice President Laurence E. 
Reiner. 

Avenue of the Americas 


Avenue of the Americas was formerly 
Sixth Avenue. Equitable is using the 
name although many of the old residents 
still call it Sixth Avenue. At the present 
time the avenue is in the midst of the big- 
gest business boom since the early 30s 
when Rockefeller Center with its famed 
Radio City Music Hall, the 70-story RCA 
building and other great structures came in- 
to being. The 48-story Time & Life Build- 
ing, located next door to the Equ‘table’s 
building, gave a new look to the West 





JAMES 


FRANKLIN OATES, JR. 
President and Chairman of Equitable 


side of the Avenue when it was com- 
pleted in early 1960. 
This is fourth time Equitable has 


moved its home office building. It started 
at 98 Broadway more than a century ago 
—in 1859, Second move was to 92 Broad- 


way. First Equitable Building was 
erected in 1870 at 120 Broadway; was 
enlarged to cover an entire block. 

It was a forerunner of modern sky- 


scrapers as it was the first office build- 


ing to have elevators. In 1912 it was 
burned in one of the most spectacular 
fires in the city’s history. It cost six 


lives; wasn’t put out for many hours ; 
and the building was destroyed in one 
of iciest storms in the city’s history. 
After moving to temporary quarters the 
company returned to 120 Broadway 
where it remained until it built at 393 
Seventh Avenue, opposite the Pennsyl- 
vania Station. That building, 22-story 
high, was completed in 1924. The Society 
has branch office buildings in Chicago, 
San Franicsco, Los Angeles, Milwaukee, 
Atlanta, Richmond and Pittsburgh. Its 
San Francisco building is 25 stories. 





Equitable Society Field Changes 


Seven Field Agency Divisions to Replace Company’s Six 
Present Geographical Departments; Hageman, Skou, Morrow, 
Peterson, Gottschall, Sullivant, Middlebrooks, Field V. P.’s 


field agency 
divisions to replace the company’s six 
present geographical departments has 
been announced by Coy G. Eklund, CLU, 
agency vice president for Equitable Life 
Assurance Society. 
tive October 1. 

The seventh agency division, known as 
the east central, will be headed by 
Richard C. Hageman, CLU, who be- 
comes a field vice president in charge 
of that area. He was formerly agency 
manager in Cincinnati. 

Mr. Eklund described the new divi- 
sional organization as an “important step 
in the continuing growth of The Equi- 
table, both in manpower development 
and production.” He also said it would 
result in more balance as to the number 
of agencies and their related production 
capacities. 

“The seven field vice presidents, with 
fewer agencies to supervise under the 
new setup, will be able to devote more 
time and assistance to the managers 
under their direction,” Mr. Eklund ex- 
plained. 

The new east central division will con- 
sist of 18 Equitable agencies listed in the 
company’s former north central depart- 


The creation of seven 


The change is effec- 





ment. With headquarters in Cincinnati, 
its territory includes Michigan, Ohio, 
Indiana, Kentucky and the Illinois por- 
tion of the Fred Holderman agency in 
Peoria, IIl 

Certain territorial changes are also be- 
ing made in Equitable’s present southern, 
south central, north central and western 
departments, also effective October 1. 

In addition to Mr. Hageman as field 
vice president of the east central divi- 
sion, the new Equitable agency organiza- 
tion includes the following: 

Northeastern division, Edward J. Skou, 
field vice president in charge of 20 agen- 
cies in Connecticut, Delaware, Maine, 
Massachusetts, New York (excluding the 
metropolitan area), Pennsylvania and 
Rhode Island. 

New York Metropolitan division, Karl 
J. Peterson, CLU, field vice president in 
charge of 23 agencies in New York City, 


Westchester County, Long Island, Ne- 
wark and Paterson, N. J 
North central division, Walter L. 


Gottschall, field vice president, in charge 
of 18 agencies in Idaho, Illinois (Chi- 


cago), Montana, North Dakota, Wis- 
consin, Iowa, Minnesota, Nebraska, 


South Dakota and Wyoming. 
Southern division, John N. Sullivant, 


Jr., field vice president, in charge of 16 
agenc ies in Alabama, Georgia, Missis- 
sippi, South Carolina, Virginia, Florida, 
Maryland, North Carolina, Tennessee, 
West Virginia and the District of Colum- 
bia. 

South central division, Hugh Middle- 
brooks, field vice president, in charge of 
19 agencies in Arkansas, Colorado, 
Louisiana, Missouri, New Mexico, Okla- 
homa, Texas and Utah. 

Western division, Joseph H. Morrow, 
CLU, field vice president, in charge of 
23 agencies in Alaska, Arizona, Califor- 
nia, Hawaii, Oregon and Washington. 

Richard Hageman, the new field vice 
president, is a native of Dayton, O., and 
was graduated in 1935 from Miami "Uni- 
versity in Ohio with a B.S. in business 
administration. Mr. Hageman joined 
Equitable in 1939 as an agent in Dayton 
with the former George J. Woodward 
agency of Cincinnati. He was promoted 
to district manager in 1944 and man- 
ager of the Society’s Cincinnati agency 
in 1947, 

Well known in professional and com- 
munity circles, the new field vice presi- 
dents is president of the Equitable CLU 
Association, has served as a director of 
that group and of the Cincinnati Life 
Underwriters Association, and has been 
vice president and president of the Gen- 
eral Agents and Managers Association 
of that city. 

Mr. Hageman’s successor will be an- 
nounced shortly. 
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LAA Challenged to 
Bigger Job by Dobson 


OPINION RESEARCH EXECUTIVE 


Salutes Ad Mers. as “Professional Com- 
muunicators”; Says No Room for 
Complacency in Life Ins. Industry 


Dallas, Sept. 20—Keying his talk to 
LAA’s annual meeting theme—*Commu- 
nications—The Variable Constant,” Wil- 
liam A. Dobson, vice president, Opinion 
Research ‘Corp. of Princeton, N. J., de- 
livered a challenging message at LAA’s 
business session here this afternoon. 
First and foremost, he emphasized that 
in the life insurance business today there 
is no room for complacency. He fol- 
lowed this up by saying: 

“Your companies are now facing some 
of the stiffest challenges in your history 
and their future will depend for a great 
part upon your ability to deal with these 
challenges. I say that these solutions 
will depend upon you (the company ad- 
vertising and sales promotion managers) 
because you are the professionals. You 
should have the best picture of the pub- 
lic’s attitude and opinions. As the pro- 
fessional communicators, you are the ad- 
visers os management. i 

Mr. Dobson explained at the outset 
that in preparation for this LAA assign- 
ment he went to two main sources to 

gather “more insight on the communi- 
cations objectives and problems of the 
life insurance industry.” First, he con- 
tacted the industry’s top executives to 
learn what they wanted to say—what 
their image was of their industry and 
what image they wished to project for 
their companies. Secondly, through re- 
search, he studied various audiences “to 
learn what they had heard, how they 
felt, and what their image was of the 
life insurance industry.” The following 
are some of his observations based on 
interviews and research. 


Agree on Ethics, Honesty, Fairness, 
Equity 


“Never before have I visited with a 
sample of executives from any industry 
where there was more agreement on 
such things as ethics, honesty, fairness 
and equity,” ‘Mr. Dobson declared. “On 
the other hand, I have never seen so 
many divergent opinions on such things 
as ‘where we are,’ wnat we ought to be,’ 
and ‘how are we going to get there?’ I 
was told that you have coach to be proud 
of—that you have done an excellent job 
in breadening your markets and selling 
your products—that life insurance is 
unique and irreplaceable—that you are 
a vigorous, growing and forward-looking 
industry that has grown into a great na- 
tional institution, well-known and well 
accepted throughout America. 

“Granted, not everyone agreed with 
all of these statements, but the general 
tenure was one of pride and satisfac- 
tion—almost complacency. 

“I do not argue with these statements 
as facts or opinions. It is rather to ques- 
tion how well you have communicated 
them to the public. If you do deserve 
the right to appear contented, if you have 
reached these pinnacles of success, then 
why is it that when a national sample 
of the general public was asked to name 
as many life insurance companies as 
they could think of, only one company 
was named by over half of the public 
and only five companies were named by 
over 10%? 

“When given a list of the nine largest 
life insurance companies in America, in 
nc case did as much as a third of the 
public say that they knew any one com- 
pany well. With four of these companies 
more than two-thirds of the people said 
that they had never even heard of the 
company. Does this sound like a ‘great 
national institution, well-known and well 


accepted throughout America ?’ 

“I was told also that life insurance ad- 
vertising budgets are up that you 
are telling your story as never before. 
However, only 65% of the American 
public remember seeing or hearing any 
advertising for any life insurance in the 
last 12 months. |Furthermore, when 
asked “‘W hat company or companies were 
advertised?’ only ‘12 companies could be 
named by as many as 1% of the popula- 
tion, only three compaines by more than 
5% and only one company by more than 
15% of the American public 


The Image Held by ie Public 


“But what is the image that the public 
does hold of your industry? When given 
a list of descriptive statements and 
asked to select those which best fit their 
image of America’s leading insurance 
compaines, about three-fourths of the 
public pick such general items as: 

‘A very reliable company.’ 

‘Been in business a long time.’ 

‘Among the largest insurance companies.’ 


“However, less than half the public 
think of you as having ‘agents who know 
their business’ and there is some indica- 
tion that they consider your ‘agents too 
pushy,’ 

“Of even more importance, very few 
people hold a concrete or specific image 
of any life insurance company. Less than 
one-third of the public select such items 


ae 

‘Pays earnings to its policy holders in the form 
of dividends’ or 

‘Good for accident and sickness insurance as 
well as life insurance’ or 

‘Charges low rates for its policies’ or 

‘Outstanding in developing new or improved 
policies.’ ” 

Mr. Dobson gave one more example 
which he cited as a “demonstration of 
the difference between reality and some 
of the ideas I heard expressed by your 
top executives.” 

He said: “I was told that today you 
had been successful in projecting a new 
image of life insurance as a caree r—that 
young people now think of you as a vig- 
orous, growing, and forward-looking in- 
dustry. Why is it then that from another 
recent study of executives in 12 major in- 
dustries we learned that your own execu- 
tives are less enthusiastic than average in 
their opinions of their company as a 
place to work, that they tend to down- 
grade their career from the standpoint 
of ‘winning people’s respect’ and ‘doing 
fascinating work,’ and are much higher 
than average in thinking that their job 
offers a ‘secure future ?’” 


For Better Exedutive Control of 
Corporate Image 


Further along. Mr. Dobson submitted 
to his LAA audience the following five 
basic ideas for better executive control 
of the corporate image—ideas which are 
the product of over six years of research 
* his part: 

“Through research, map out the 
Pact and weaknesses of your com- 
pany’s existing image. Find out what 
arguments will be accepted and which 
rejected. 

2. “Formulate and write out for policy 
purposes the corporate image you wish 
to Peet 

“Organize the selling themes for 
projecting this image to your publics. 

4. “Make better use of the primary ve- 
hicles of communication which touch 
people at their points of experience—I 
mean by this, project the desired image 
through not only your product, but by 
enlisting employes—through mass media 
advertising—through your contacts with 
policyholders — through recruiting pro- 
grams, etc.” 

In closing Mr. Dobson offered this 
final suggestion: “Another subject you 
might give considerable thought to is 
the whole problem of national advertis- 
ing budgets vs. advertising allowances for 
the local agents. Isn’t there some way 
that you could reach a happy medium? 
Isn’t there some way you could have 
local advertising and still have it con- 
trolled by the professionals?” 


J. I. Lippincott Sees - - 





Need for Greater Sensitivity in 


H. O. Communications With Agents 


Dallas, Sept. 21—John I. Lippincott, 
| CLU, general agent in Houston of 
the Northwestern Mutual Life, gave 
LAA members in annual session here a 
better appreciation of the job of building 
home office sensitivity to the fieldman’s 
communication problem in his talk titled 
“Are You Listening?” 

Mr. Lippincott’s main point was that 
too many messages, one on top of the 
other, are thrown at the agent on the 
firing line, some of which he urgently 
needs. Like other people, he can success- 
fully receive and retain one communica- 
tion at a time. Exposure to one message 
on top of another means chaos and con- 
fusion. The more experienced agent, the 
speaker said, refuses to be a part of 
chaos or the victim of confusion. “When 
so threatened, he sensibly recognizes and 
seizes the obvious alternative—he ignores 
the things that would confuse him.” 

In contrast to a few years ago when 
printed or mimeogr raphed bulletins were 
the bulk of communications, Mr. Lip- 
pincott said that today the Friday Night 
Letter type of bulletin has been joined 
by the Mid-Week Flash which, in turn, 
has been supplemented by the “super 
select Monday Morning Gazette.” Latest 
development, product of the improved 
automatic typewriter, is the personal let- 
ter. However, high priority bulletins con- 
tinue to be written, often supplemented 
by the telephone. In fact, it’s now pos- 
sible in a “conference phone call” for 
six people to talk to a single field man, 
all at one time. 

In deploring this stepping up of our 
communications, Mr. Lippincott put the 
question: “Can we honestly say that 
John Q. Agent receives communications 
better when he gets more of them faster ? 
What nonsense! Neither you nor I nor 
John Agent is built to receive communi- 
eas at such an accelerated rate. We 

can speed up our mental machinery but 
our limits shall always be far lower than 
the capacity of today’s electronic and 
mechanical gadgets to hurl communica- 
tions at us.” 


Stop Shouting; Keep It Simple 


The speaker maintained that to get 
more communication within human ca- 
pacity to receive it, two things are neces- 
sary: (1) Stop shouting and (2) keep it 
simple. 

“Those two words, ‘stop shouting’ 
should tell us to make sure our messages 
are received one at a time, to cut out 
unnecessary messages, to put emphasis 
in the order of importance and to keep 
the message flow as orderly and logical 
as possible,” said Mr. Lippincott. 

As to the second admonition, which 
was loaned to him by a fellow "general 
agent, he said: “My friend keeps him- 
self reminded of it with a neatly framed 
wall sign, plainly displaying the letters 
K IS S. Spelled out, this advice is ‘Keep 
It Simple, Stupid!’ 

“One of the most vital implications 
in ‘keep it simple’ is to communicate in 
terms of what our agents are most in- 
terested in. Usually we can expect to 
capture and keep the agent’s attention if 
we speak simply in person-to-person 
selling terms.” Parenthetically, Mr. Lip- 
pincott observed that some of the sales 
promotion items that pleased him least, 
esthetically, have worked the best in 
selling life insurance. 

He thought that KISS is also another 
way of saying that “it is as bad to over- 
communicate as to under-communicate.” 
As an example, “if an agent gets a pam- 
phlet in the mail that he cannot profit- 





JOHN I. LIPPINCOTT, JR., CLU 


ably digest, several things happen. He 
may assume, of course, we expect him 
to read it but in the act of simply 
reading it he wastes time. He can be 
misled into wasting more time doing 
something suggested by it that, at his 
stage of training, is unprofitable, and 
he can become discouraged by the re- 
sulting frustrations.” 


Professional Communications 


The speaker realized that company ad- 
vertising and sales promotion men and 
women could not be called upon to act as 
“communications traffic cops,” but he 
said: “This does not let you off scot- 
free. I’m afraid the real responsibility 
for developing the individual and collec- 
tive traits that make for good communi- 
cation still rests squarely on your 
shoulders as professional communicators. 
Actually, you are more in the role of the 
evangelist, missionary and_ teacher. 
Doesn’t it make sense for you to be more 
and more the agents’ advocate and ad- 
visor in this area of communications, 
using its techniques to battle the abuses 
and misuses and to urge restraint upon 
the senders and intense discrimination 
upon the receivers?” 

Mr. Lippincott devoted the balance of 
his talk to the work of the sales promo- 
tion and advertising committee of North- 
western Mutual Life’s Agents’ Associa- 
tions, which embraces the whole gamut 
of communications functions. Recently, 
this committee adopted the slogan, “Do 
we really need it?” as a particularly 
significant test in evaluation of. proposed 
material and bulletins to agents. This is 
internal research at its best, in Mr. Lip- 
pincott’s opinion. Its intent is “to find 
out early what’s not getting used and 
why. On the basis of what you learn, 
discard ruthlessly and concentrate on 
refinements of what works best.” 

The experience of this Agents Associa- 
tion committee leads Mr. Lippincott to 
think that “we general agents and man- 
agers may be able to help LAA mem- 
bers in seeking to develop sensitivity to 
the agent’s communications plight. I 
congratulate you on what you have al- 
ready done on our behalf and upon the 
opportunity ahead that is yours in the 
highly significant role of the agents’ ad- 
vocate in communications,” he said in 
closing. 


Late News 
Harry M. Corbett, Jr., CLU, has been 
appointed State Mutual Life director of 
agencies and made an officer of the com- 
pany. 
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Meeting 


at Dallas 





LAA Opener Was Lively Seminar on- 


Campaigns, Contests, Conventions 
F. J. O’Brien, D. W. Johnson, S. J. Osborn and E. R. Schlatt- 


man Participants; Rickenbaker Moderator; Prove 
“Showmanship Produces Salesmanship” 


Dallas, Sept. 20—Members of the Life 
\dvertisers Association assembled here 
for their annual meeting were treated 
lay to a pre-convention “three-ring” 
seminar on “Campaigns, Contests and 
Conventions” by LAA’s educational com- 
mittee headed by Hugh K. Rickenbaker, 

Life of Georgia’s associate director 

f public relations. Participants were 
Francis J. O’Brien, vice president and 
sales promotion director, The Franklin 
Life who reported on “Conventions and 
he Internal Revenue Service”; Douglas 
W. Johnson, sales promotion director, 
Mutual Benefit Life, speaking on “The 
Law and Mother Pelican’; Samuel J. 
Osborn, sales promotion director, The 
Ohio National Life, who discussed 
“Showmanship in Print,” and E. Rich- 
ard Schlattman, advertising and public 
relations director, Minnesota Mutual 
Life. With sight ‘and sound he proved 
that there is “More Business with Show 
Business.” 

O’Brien Emphasizes Two Court Decisions 


Mr. O’Brien, the first speaker, said 
that the old concept of a company con- 
vention as “a family vacation” held at 
a “posh site” with emphasis on enter- 
tainment and_ sight-seeing attractions, 
has all been changed now in the light of 
two court decisions by the United States 
Court of Appeals—Fifth Circuit. Specifi- 
cally, these were the Patterson vs. 
Thomas case and the Rudolph vs. United 


States case which, in Mr. O’Brien’s 
opinion, have established dangerous 
precedent. He noted: 


“The Patterson vs. Thomas case holds 
that the expenses of an insurance agent’s 
wife incurred in attending a company 
convention were not deductible, and 
very little of the expenses of the insur- 
ance agent are deductible. This was a 
split decision, and there was a_ very 
strong dissenting opinion. 

“However, unless this decision is over- 
ruled by the United States Supreme 
Court, it will have to be accepted as the 
law relating to taxpayers living in the 


Fifth Circuit, which includes Texas, 
Louisiana, Mississippi, Alabama, Georgia 
and Florida. Whether a United States 


Court of Appeals in another circuit 
would hold in the same manner is argu- 
mentative.” 


Emphasize Business Aspects of 
Conventions 


After reviewing in detail all aspects of 
these court decisions and quoting opin- 
ions expressed in the magazine, “Sales 
Meetings,” Mr. O’Brien said that his 
company ‘has decided that in any type of 
notice or communication hereafter sent 
to its field associates, the business as- 
pects of the convention should be empha- 
sized. He brought out: 

“We have always regarded our con- 
ventions as serious business meetings. 
Obviously, we must be more precise in 
the phraseology we use in promoting at- 
tendance at them. (In the Patterson 
case, it’s unfortunate that the court gave 
weight to the letter to the resort hotel 
making arrangements for the convention, 
because it emphasized the vacation as- 
pects of the convention.) 

“While I am in full agreement with 
the statement made in the ‘Sales Man- 
agement’ section of ‘Sales Meetings’ 
magazine to the effect that ‘there is just 
so much that the mind can assimilate 
without time for relaxation,’ nevertheless, 
| believe that in our promotional ma- 


terial we should not stress the play and 
entertainment aspects of the convention. 
I further think that as a matter of mu- 
tual benefit—to company and individual 
—we should so arrange our program that 
wives participate to an_ increasingly 
greater degree.” 

What Other Companies Have Decided 

Mr. O’Brien said early in his talk that 
following the Court of Appeals’ decisions 
“some companies seemed to hit the panic 
button, forgetting that ‘a rose by any 
other name is still a rose.’ They eschewed 
any reference to the word ‘convention,’ 
selecting rather, the neuter term of ‘sales 
meeting.’ In the process, they also elimi- 
nated any and all reference to the recre- 
ational aspects, making the meeting look, 
in general, like sheer, drab, ugly, unre- 
lieved drudgery.’ 

The speaker felt that this is going a 
bit too far and his opinion was backed 
up by a “quote” from “Sales Manage- 
ment” to the effect: “There is just so 
much that the mind can assimilate with- 
out time to relax.” Mr. O’Brien also 
called attention to a Wal! Street Journal 
item (August 7 issue) in which Internal 
Revenue Commissioner Caplin (with 
promptings from Capitol Hill) gave as- 
surance that his tax agents won't reject 
a business man’s convention expense ac- 
count claim just because the meeting is 
held in a “posh” resort. 

Reflecting The Franklin 


Life’s view- 
point, Mr. O’Brien argued that “there 
are considerable benefits to be gained 
from the enforced togetherness of a 
company convention. Friendships are 
formed which are renewed over the 
years, and frequently last a lifetime. Be- 


ing part of a select group of qualifiers 
will definitely generate a sense of 
pride and espirit de corps. 

“Let’s face it,” he counseled. “Selling 
life insurance is not the easiest way in 
the world to make a living. One of the 
necessary concomitants of the agent’s 
career is the inevitable daily turndown 
that is repeated over and over again. 
This constant repetition of no, no, no, 
can be and is depressing. Therefore it is 
vitally important to the continuing suc- 
cess of any life insurance man that his 
spirits be constantly buoyed up.’ 

Quoting from the dissenting opinion of 
Judge Brown of the Fifth Circuit Court, 
Mr. O’Brien said: “This (buoying up), 
experience proves, is best accomplished 
through the constant close association 
on an informal semi-social basis of many 
successful salesmen who have weathered 
and overcome similar discouragements.” 
Another “quote” from Judge Brown’s 
opinion was his emphasis on “the im- 
portance of personal contact in an in- 


formal setting among those who are 
either top-flight producers, or have 
shown promise. .. .” 


As to wives at company conventions, 
the speaker wholeheartedly agreed with 
“Sales Management” which said: “We 
take exception. to the IRS tax collectors’ 
opinion of wives at conventions. No- 
body who attends can assail the wisdom 
of including wives they do more 
good for a convention than almost any 
element in the plans. ” Added to this, 
Judge Brown remarked: “It is no mere 
euphemism to regard the wife as a part- 
ner to the insurance salesman in this 
business.” 

Cos. Encourage Wives to Attend 


Summing up, Mr. O’Brien said that the 
returns from a questionnaire he sent out 


in preparation for this talk, indicate that 
the large percentage- -by far-of the com- 
panies represented at this LAA meeting 
encourage the attendance of wives at 
convention. Many of them make it a mat- 
ter of policy to have wives participate, 
and to speak on programs. Several com- 
panies have had, or propose to have, 
special sessions slanted specifically at 
women, and conducted by women. 
Finally, the speaker said that at ALC’s 
spring meeting only two companies out 
of 140 attending (by show of hands) in- 


dicated their practice to be reporting 
convention expense as a part of the 
agents’ earnings. “No recommendation 


was made as to advisability or non-ad- 
visability of so doing, but the consensus 
in hotel corridor discussions after the 
meeting seemed to be ‘that if expenses 
have not previously been reported, we 
certainly should not change our position 
at this time.’ Logic of this viewpoint is 
underscored by Judge Brown who said: 
‘The government acknowledges, as _ it 
must, that this is a legitimate expendi- 
ture by the employing life insurance 
COMPARE. 7 

Mr. O’Brien’s closing thought was as 
follows: “Who knows—perhaps the In- 
ternal Revenue Service in its contentions 
concerning the individual income tax li- 
ability of convention expenses has ac- 
tually done a service to our companies 
and our agency associates in making us 
more fully aware of ways in which we 
can make our agency conventions in- 
creasingly worthwhile and effective for 
both company and agent.” 


Johnson on Sales Contests 


Douglas W. 
took 


Johnson, second speaker, 
a searching look at sales contests 
and incentive promotions. He told his 
LAA audience about Mutual Benefit 
Life’s annual contest entitled “The Duel” 
and then cited the effect of Section 213 
of the New York Insurance Law on the 


type of awards his company gives to its 
agents. 

Mr. — also pointed out “how we 
hold a line on our contest budget and 
wring the most out of our contest dollar” 
He brought out these salient points: 

“The ingredients that make up a suc- 
cessful contest are provocative theme, 
attainable quotas, field acceptance, proper 
incentives and above all, simplicity. A 
successful, simple contest idea must be 
protected from the ‘experts’ who want to 
change it. Stick with contest ideas that 
work and beware of ‘improvements.’” 


Osborn’s Showmanship in Print 


Samuel J. Osborn, whose company has 
been a consistent winner of LAA awards 
of excellence in the “Material to Moti- 
vate Agents” category, did not disappoint 
his listeners in talking about “Show- 
manship in Print.” He felt that the con- 
test problem for each LAA member is 
to “prevent the fieldmen from becoming 
bored with our contests. Thus, we should 
come up with that extra ‘something’ that 
will provide the necessary modicum of 
interest and incentive.’ 

For the several 


past years the Ohio 
National has used what it calls “achieve- 
ment checks” which may be converted 


into prizes—either merchandise or travel. 
These are offered in a special prize cata- 
log that is purchased from an incentive 
company. Saying that this system is far 
more practical than the old plan of in- 
dividual prizes awarded on a first, sec- 
ond and third prize basis, Mr. Osborn 
expl ruined : 

“Under our present setup the achieve- 
ment checks may be accumulated toward 
1 really big prize, like furniture or travel 
or they may, if the individual chooses, 
be redeemed at once for whatever mer- 
chandise the checks will buy from the 
catalog. This system also eliminates the 
problem of finding not just new prizes 

(Continued on Page 12) 








PEOPLE NEED 


AN EDUCATIONAL FUND! 


= In order to provide the necessary education 
for success, it is of paramount importance 
that every family set-up an educational 
fund for their children. With college 
costs rising, the need for an educational 
fund becomes a basic necessity. # We 
should not place our product in the 
same category as such luxury items 






as tonics, automatic percolators, and hair dryers. We must stress 
the basic need for insurance. ® These basic needs such as an educa- 
tional fund can be well provided by insurance. At Federal, we have 
developed programs which meet such needs. For further information 
write Emery Huff, Agency Vice President. A few prime managerial 
positions still available in the Midwest area. 


FEDERAL LIFE INSURANCE COMPANY 
6100 N. Cicero Avenue, 
Chicago 46, Illinois 
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INDIANAPOLIS LIFE GAINS 
Indianapolis Life’s field force for the 
month of August showed an increase in 
sales of 15% over last August, Arnold 
Berg, vice president and director of 
agencies, announced. For the first eight 
months of 1961, total sales are 13.1% 

ahead of the same period of last year. 
Top salesman in the nation for the 
month of August was Sam eg In- 
dianapolis, a member of the Nate Kauf- 
man Agency. The Kaufman Agency also 

was tops in the nation for the month. 


Interstate Director 


Martin W. Harris, vice president of 
Interstate Life & Accident was elected 
to the company’s board of directors at 
the third quarterly meeting of that body 
announces President H. Clay Evans 
Johnson. 

A native of Puyallup, Wash., Mr. Har- 
ris went to Chattanooga in 1942 to join 
Interstate Life as chief clerk in the in- 
dustrial department, and during World 
War II he not only supervised that de- 
partment but the voucher audit and field 


cashier departments as well. In 1947 he 
was named assistant secretary, Ordinary 
department, and three years later was 
promoted to assistant secretary of the 
company. In 1955 he was elevated to his 
present officer status of vice president. 
Mr. Harris is a graduate of Washing- 
ton State University where he received 
his A.B. degree in business administra- 
tion with an accounting and economics 
major. He also holds an LL.B. degree 
from Fordham University School of Law 
and is a member of the New York and 
Tennessee Bar. 





Can. Wow 
Predict 
"The EF*uture? 


































W.P. and D.I. 


lst Year 


EASTERN LIFE 


INSURANCE COMPANY OF NEW YORK 


Rock bottom rates—issue ages 20-66 inclu- 
sive—Waiver of Premium and Double Indem- 
nity available through age 55—no increase in 
rates at renewal—convertible 
through age 55—renewable to age 65—AND... 


35% 
5th & 9th years 20% 










‘In your future we see expanded markets, new clients, and BIG commis« | 
sions through sales of Eastern Life’s new FOUR-YEAR TERM and LIFE: 
PAID-UP AT 95 Plans. In the future we see these plans becoming two of 
the biggest sellers in the industry. Here’s why: 


FOUR-YEAR RENEWABLE 
AND CONVERTIBLE TERM 
Non-Participating 
Minimum Policy $25,000 


COMMISSIONS 


RENEWALS 


2nd to 4th years inclusive 5% 
6th to 8th years inclusive 5% 
10th to 12th years inclusive 5% 


INTERESTED ? contact your 


EASTERN LIFE GENERAL AGENT TODAY! - 


LIFE PAID-UP AT 95 
Participating 
Minimum Policy $22,500 


From ages. 28-70, has first year cash values 
which may be applied to premium—“‘fifth 
dividend option” available to purchase term =. 
additions—ideal for “split dollar’ and ‘“‘mini-—° »* 46 
mum deposit” plans—AND... ey 


1st year 55% 





HOME OFFICE: 355 LEXINGTON AVE. 
NEW YORK 17, NEW YORK * MU 7-1920 


General Agency Opportunities Available In: 





Connecticut, Delaware, Florida, Michigan, 
New York, Pennsylvania, District of Colombia 


Contact: Murray April, Director of Agencies 


Assistant General Agent 
B. J. Bookstaver Agency 





JOHN H. ERDMAN 


Security Mutual Life Ins. Co. of New 
York, Binghamton, has announced the 
appointment of John H. Erdman as as- 
sistant general agent of its Burton J. 
Bookstaver Agency, 500 Fifth Avenue, 
New York. 

Mr. Erdman, a graduate of the Uni- 
versity of Pennsylvania’s Wharton 
School, has served as an instructor in 
the Agents Licensing Course in the Life 
Underwriters Association of the City of 
New York. A veteran of World War 
II, Mr. Erdman is presently a captain 
in the U. S. Air Force Reserve. He re- 
sides in Larchmont, N. Y., with his wife 
and two children where he is director of 
the Larchmont Little League. He is also 
a member of the Quaker Ridge Golf 
Club. 

Mr. Erdman entered the insurance 
business in 1947 and subsequently has 
had considerable experience both in the 
field as an agent and in a managerial 
capacity. His former life insurance com- 
pany affiliations were the Mutual Of New 
York and the Northwestern prior to join- 
ing Security Mutual. 

The Bookstaver Agency is presently 
in the process of enlarging its quarters 
and is embarking on a recruiting pro- 
gram for full time agents. The agency 
has been a consistent leader of the com- 
pany since it started operations in 1950, 
primarily as a result of business received 
from its many brokerage connections. 

The development of a full time organ- 
ization and the supervision of brokerage 
sales will now be under the personal di- 
rection of Mr, Erdman who is qualified 
to be of service in the life, accident and 
health, Group and pension field. 


Executive Appointments 
By Southwestern Life 


Three executive appointments in the 
Dallas home office of Southwestern Life 
have been announced by J. Ralph Wood, 
president. Named to new positions are 
W. Dawson Sterling, promoted to vice 
president and secretary, Albert E. Wood, 
appointed second vice president for ad- 
ministration, and Ralph W.. Caruth 
advanced to assistant secretary. 

Mr. Sterling, secretary of the company 
since 1958, will have enlarged responsi- 
bilities in the general operations of 
Sout hwestern Life. A graduate of The 
University of Texas, he became asso- 
ciated with Southwestern Life in 1947 
and has served in various management 
capacities since that time. 

Mr. Wood, formerly assistant vice 
president in charge of the company’s 
Group insurance services division, joined 
the firm in 1938 shortly after he was 
graduated from Southern Methodist 
University. He will head the administra- 
tion department. 

Mr. Caruth, who for the past three 
years has served as supervisor of the 
Group services section, began his career 
with the company in 1947. He succeeds 
Mr. Wood as head of Group services 
division. 
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Will he “measure up” 
in his school work, too? 


“Chin up! Shoulders back! Stand tall!” 
“Yow’re a big boy now—ready 
for school.” 


What about your youngster? Even 
though he may appear to be in tip-top 
condition—like the one shown here— 
it is a sensible idea to have his health 
checked before school opens. 


Your child’s doctor will be alert to 
problems—both physical and emotional 
—that could interfere with your young- 
ster’s school progress. For example, he 
might have some slight and unsuspected 
defects of his eyes or ears which, if at- 
tended to now, could prevent difficulty 
later on. 


And when you see the doctor, you 
can talk with him about your child’s 
health habits. If, for instance, he skips 
or barely eats breakfast, he will have a 
poor start for his day’s work at school. 


Now’s the time to make sure, too, 
about your child’s protection against 
the communicable or “catching” dis- 
eases. Are his immunizations up-to-date 
against polio, diphtheria, whooping 
cough, tetanus and smallpox? Protec- 
tion against influenza is also given to 
some children. 


A preschool check-up could make 
the difference between a good or a dis- 
appointing year at school—for children 
who are entering, as well as those who 
are returning to school. 


To supplement your doctor’s advice, 
Metropolitan Life will send you its in- 
formative booklet, ABC’s of Childhood 
Disease. 





Metropolitan Life ee 


INSURANCE COMPANY 


A MUTUAL COMPANY - Home Office—NEW YORK—Since 1868 
Head Office—SAN FRANCISCO—Since 1901 
Head Office—OTTAWA—Since 1924 - Over 1000 Offices, U.S.A. and Canada 





This advertisement is one of a contin- 
uing series sponsored by Metropolitan 
in the interest of our national health and 
welfare. It is appearing in two colors in 
publications with a total circulation in 
excess of 45,000,000 including Saturday 
Evening Post, Ladies’ Home Journal, 
Good Housekeeping, Redbook, Read- 
er’s Digest, National Geographic, U.S. 
News, Look. 
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Appoint Judson T. Pettis 
Judson T. Pettis has been appointed 
agency assistant in the home office of 
New England Life, President O. Kelley 
Anderson 

Mr. Pettis joined New England in 1956 
as an agent in Detroit shortly after gradu- 
ating from Michigan University 
He has been supervisor in Dayton since 
1958. He is a member of the Dayton 
Association of Life Underwriters and 
former president of the Dayton Chapter 
of the Micl State Alumni 
tion 


1 
announced 


State 


igan 


Associa- 


Victor C. d’Unger Dead 

Victor C. d’Unger, 53, an executive of 
Monterrey Life, Monterrey, Mexico, and 
a former official of Lincoln National 
Life, Fort Wayne, died recently at his 
home in Monterrey after a brief illness. 

Mr. d’Unger was affiliated with Mon- 
terrey Life for about two years, in the 
capacity of assessor tecnico. Prior to 
that he retired from Lincoln Life after 
29 years of service in the company’s 
reinsurance department where his final 
responsibility was that of reinsurance 


secretary. He was concerned directly 


e Northwestern Mutual 


ew in advertising: 





bring the future into focus 


Future security is everyone’s concern. Many search for it. Too few find it. 
Mr. Edward C. Wells, Vice President of the Boeing Company, suggests an intriguing 


solution in the Northwestern Mutual message shown below. 


This advertisement is-one of a series appearing regularly on the pages of TIME and 
NEWSWEEK ... where millions of receptive readers are exposed to the quoted comments 


of prestige policyowners. 





“Your - future stares 
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by EDWARD c. WEeLLs 

Vice President —Engineering 


The Boeing Company. Seattle 
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AMERICAN UNITED MANAGER 

American United Life, Indianapolis, 
announces the appointment of Meyer S. 
Singer as agency manager in Newark. 

A native of Brooklyn, Mr. Singer has 
been in the life insurance business six 
years as agent and division manager. 





with Lincoln Life’s foreign reinsurance 
operations and his activities included 


Promoted by Prudential 


travel to clients in Latin-America. 
Surviving is his widow, Barbara Leif 
d’Unger, whom he married in 1959. 


There is a difference: 





EDWARD B. SIMMONS 


Edward B. Simmons has been promoted 
to general investment manager in The 
Prudential’s bond department. Mr 
Simmons, a graduate of Cornell Univer- 
sity, joined Prudential as an associate 
investment manager in 1956, and was 
promoted to investment manager in 1958. 

He had previously been employed by 
the National City Bank of New York, 
and Morgan Stanley & Co., a New York 
brokerage house. 


New York Life Appoints 


Brown, Jordan in Bangor 
John A. Brown has been named gen- 
eral manager of the New York Luife’s 
Waterloo, lowa, general office, and Ed- 
ward F. Jordan has been named asso- 
ciate manager of the sales 
3angor, Me. 

Mr. Brown has been regional super- 
intendent of training for the compan 
west central region with headquarters 
in Minneapolis since 1960, A i 





office in 


/ 


native ol 


South Dakota and a_ graduate of the 
Check University of South Dakota, he joined 
New York Life in 1952 in Sioux Falls 
The following year he was made assist- 
Northwestern ant manager of the South Dakota gen- 
eral office, and in 1954 he was named a 
o) training supervisor. In 1956 he became 
Ss S - JV Cal 
Mutua general manager of the Nicollet office 
in Minneapolis. 
Investment Mr. Jordan, previously a management 
assistant, is a native of Boston and a 
Quotient 1953 graduate of Gorhan State Teachers 


College. Three days after graduation, he 
joined New York Life as an agent in 
Portland, Me. In 1956 he was appointed 
assistant manager there and in 1958 he 
was transferred to the Poughkeepsie of- 
fice with headquarters in the Newburgh 
sales office. He recently completed a six 
month management training course at 
the company’s home office in New York. 


HEN considering the purchase — | 
manent life insurance consider 9 
than just the protection you are provi a € 
Find out what you yourself can po % 
return (cash value) for what we 
(premiums) - .. before you buy! eer 
Simply divide the cash value - 8 
given time by the ne ae e 
nves' 
resultant percentage, or st . 
‘our standard of compa : 
nee a $10,000 Northwestern a wi 
i a! 
tual ordinary life policy issued = “ 4 a 
today at age 35. After 20 years, u sf # 
anteed cash value will be $3807 . - oo 
remiums paid will total only wayes" : 
Sividends, based on 1961 scale, | 
duce premiums). 
’ This means that the Investment a t 
tient of his Northwestern po oe ere 
will be 110% . . . the highest © 
nsurance companies. 
"te find out what Northwestern = w 
tual’s high Investment Quotient can ~— : e 
m, ju 
life insurance progral 
Me NM agent. He is in the phone 
aa No obligation. The Northwestern i 
Motual Life Insurance Company, Mil- 1 
waukee, Wisconsin. | 


Insurance Buyers Meeting 

The sixth annual Insurance Buyers Con- 
ference sponsored by the Southern Cali- 
fornia Chapter of the American Society of 
Insurance Management was held last week 
at the Rodger Young Auditorium, Los 
€ Angeles. 

Russell H. Hubbard, Jr., consultant— 
employe benefits for General Electric 
Co., New York, was the dinner speaker 
on “Federal Legislation and Effect on 
Voluntary Insurance for Retirees.” For 
rest S. Ockel, actuary and assistant 
vice president for Johnson & Higgins, 
Los Angeles, spoke on “Use of Variable 
| Annuity in Retirement Plans.” 


A variety of other insurance topics 
were discussed by other prominent guest 
speakers, including “Products Liability,” 
“Deductible Fire Insurance,” “Umbrella 
Insurance,” “Workmen’s Compensation,” 
and “Insurance Court Decisions.” 


The all day affair was open to repre 
sentatives from all fields of 


business 
insurance. 
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EQUITABLE LIFE 
OF BOB TIFFANY 
IN 

ABILENE, 
TEXAS 





Robert J. Tiffany, CLU., a million-dollar producer in an plished pianists. Although Bob works out of the Martin 
area of 90,000, has an accomplished family, too. Billy, 15, Agency in Fort Worth, his heart belongs to Abilene. He was 
is varsity tackle at Cooper High. Jerry, 17,is varsitycatcher | Committee Chairman of Abilene’s recent Diamond Jubilee. 



















at Abilene High. Julie, 8, and mother Clarine are accom- And also served as Director in the Chamber of Commerce. 
i e = Oil Man: For ten years 
' Bob served as Sec’y- ‘ , 
Treas. of West Central ae aeeennan < 


Annual Estate Plan- 
ning Conference—as he 
has been since 1957 
when it began. With 
him are R.L.McMillon, 
V.P. of NALU; Dr. 
Davis W. Gregg, Pres. 
of American College of 
Life Underwriters, and 
Dr. Arthur E. Upgren, 
economist. 


Texas Oil and Gas As- 
sociation. J. C. Hunter, 
Jr. (center) and Jim 
Lauderdale are past- 
presidents. 





= 
He teaches the 
adult couples class 
| at First Presbyterian 

Church, where the 
whole family sings 
in the choir. 


Served on City Com- 
mission for two years. 
Here, as chairman of a 
Chamber of Com- 
merce committee, he 
talks to Tom Leeth, 
left, executive of U.S. 
Time Corp.; Briggs 
Todd, Pres. of First 
State Bank; and E. A. 
Wells, Superintendent 
of Schools. 


And he sandwiches 
a lot of selling in 
between his civic 
activities. Here he 
hands his potent sig- 
nature-pen to Ben 
Barbee, Division 
President of Ander- 
son-Clayton Co. 





A Man’s Prestige somehow goes hand in hand with the 
prestige of the company he represents. This is why Bob is proud THE EQUITAB LE 
to be a life underwriter for Equitable. It’s a full life. And a Life Assurance Society of the United States 


rewarding one. Living Insurance Is more than a need Home Office: New York, N. Y. 
.»It Is a career! 
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DAYTON AGENCY SUPERVISOR 
Charles M. Kardon 
supervisor in the 
England Life, 
rillaugh 


has been named 
Dayton agency of New 
General Agent Thomas H. 
announced. He will replace 
Judson T. Pettis, who has been called 
to the home office in Boston as agency 
assistant. 
who has 
for six 
responsible 
new men. 


A former air force officer 
been with the Dayton agency 
years, Mr. Kardon will be 


for recruiting and tra‘ning 





CUT OUT AND SAVE... IT'S WALLET-SIZE 





Extra Values for 
' Sub-standard Cases 


1 
' 
I 
I 
I 
- Your sub-standard case may be eligible J 
to get insurance with his entire premi- I 
um earning cash values and dividends! 
i Get the facts on our “years-to-age rat- t 
ings”—now available—to help you offer a 
a hard-to-ignore extra selling (and I 
_Service) value to your rated cases. i 
' 
: 


Specific informa- 
tion and illustra- 


tions are yours for } 
the asking...all 
backed by the 


reputation of one 
of the great old- 
line companies in 
the world. 





As close to you as your telephone 


Matt Jaffe Associates, Ltd. 


431 FIFTH AVENUE,N.Y. + MU 4-5779 
General Agents 

{ The Canada Life Assurance Jj 
{ Company, Toronto,Canada J 


Booklet for Women On 


Life Insurance Selling 

An important project of the women’s 
committee of The National Association 
of Life Underwriters has come to frui- 
tion. A endeavor with the 
Women’s Bureau of the U. S. Depart- 
ment of Labor has produced an author- 


box »klet, 
Life Under- 


cooperative 


itative and informative 
“Careers for Women 
writers,” which will receive its first 
general distribution at the 1961 NALU 
annual convention in Denver, September 
24-29. 

The booklet is based upon actual case 
histories and information supplied by 
the NALU women’s committee through 
a survey of women life underwriters. It 
contains a great deal of pertinent life 
insurance career guidance material of 
equal interest to men and to all persons 
in field management. 

It will 
partment 
teachers, women’s 
and management 


new 


as 


by the Labor De- 
vocational guidance 
organizations, labor 
groups, newspaper 
editors, libraries, etc. It will also be 
Acocribed in the Government printing 
list, which goes to approximately a half 
million persons and will be used in group 
counseling. 


be mailed 
to 8,000 


Thelma R. Davenport, special agent 
for Northwestern Mutual in Washington, 
D:-G; represented the women’s commit- 
tee in dealing with the Labor Depart- 
ment on editorial and publication mat- 
ters. In addition to Mrs. Davenport, 
editorial advisors were: Laura M. Ben- 
ham, CLU; Norma Wasson Bard, CLU; 
Nell F. Burns. Eunice Bush, Elsie S. 
Doyle, Hedwig L. Eichenberg, Ellen M. 
Putnam, CLU; and Sophie B. Baranski, 
present chairman of the committee of 
women underwriters of NALU. 





A. M. KUNIS & CO., INC. 
Consulting Actuaries 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St. New York 36 





WI 7-8266 











Hallmarks 


of Quality 


(On page 1 of every individual loss-of-time policy) 






LOYAL PRC 
INSURANC 







A Stock Company tseor 





y and Guaran! 


pons 


— COMPANY 


massacHus 
orate Under the LAN 


. ry neater pros wi os 
eon ore at = continue HO sag nore hasarioes Gates 
* 3 eS eo on Cie Oe provided herein by sesso of consent of the Company 


Expansion program provides openings for qualified General Agents in selected areas. 







teed Renewable 


etTTs 
of Massachusetts 







* This guarantees the other guarantees ! 


Loyal Protective Lire INSURANCE COMPANY 





BOSTON 


15, MASSACHUSEITS 


Massachusetts Mutual 
Home Office Promotions 





LOUISE C. 


KENNEDY 


Three members of the home office staff 
of Massachusetts Mutual have been ad- 
vanced to new positions. 

Louise C. Kennedy, assistant counsel, 
has been promoted to associate counsel ; 
Richard G. Dooley and Donald H. 
Wheeler, investment assistants, have 
both been elevated to assistant invest- 
ment secretaries. 

A graduate of Classical High School 


and Bennett Secretarial School, Miss 
Kennedy received her law degree from 
Northeastern University of Law. She 


was appointed attorney for Massachu- 
setts Mutual in 1949 and elevated to 
assistant counsel in 1955. She specializes 
in mortgage loan investment law. She 
is a member of the Hampden County 
and American ‘Bar Associations and is 
on the board of directors of the women’s 
division of the Greater Springfield Cham- 


ber of Commerce. 
Mr. Dooley is a graduate of North- 
eastern University and the Wharton 


Graduate School of Finance of the Uni- 
versity of Pennsylvania. He is a veteran 
of the Army. Joining ‘Massachusetts 
Mutual in 


1955, he was appointed in- 
vestment assistant in 1958. He has suc- 
cessfully completed five LOMA exami- 


nations and is an instructor in ‘financial 


statement analysis at Western New 
England College. 
Mr. Wheeler is a graduate of Babson 


Institute of Business Administration. A 
veteran of the Army, he joined Massa- 
chusetts Mutual in 1951 He was named 
investment assistant in 1957, Mr. Wheel- 
er is a member of the Boston Security 
Analysts Society and of the Babson 
Alumni Club. 


Japanese Study Team 
Visits John Hancock 


Eleven Japanese business executives on 
a five-week tour of the United States 
to study American theory and practice 


in executive development, were guests of 
the John Hancock recently. Under the 
direction of Milton O. Corey, associate 
personnel director, the group ‘gained in- 
sight into management training tech- 
niques and salary administration proce- 
dures at Boston’s largest business firm. 

The young Japanese executives have 
been delegated to provide leadership, 
direction and substance to an executive 
development program throughout Japa- 
nese industry, promulgated by the Japan 
Productivity Center. 

Their effort falls in line with a recent 
movement in Japan known as the “man- 
agement boom.” The movement empha- 
sizes the desirabi lity of exposing younger 
and promising individuals to the bene- 
fits of a well-organized executive devel- 
opment program. 

On their return to Japan, 
will disseminate knowledge 
through conferences, seminars, 
onc and special reports. Their 
American tour was arranged by the 
International Cooperation Administration 
in Washington. 


the group 
gained, 
press 


McNamara III; Withdraws «s 


NALU Secretary Candidate 


NALU Trustee Francis G. McNamar. 

Waukesha, Wis., has, of necessity, wit! - 
drawn as a nominee for the office of 
secretary of NALU. He suffered a stroke 
while at the Merrill Hills Country Clu), 
September 7 and his physicians have 
ordered absolute rest and quiet. 

The committee on nominations an- 
nounced that for the office of secretary 
it has nominated John Z. Schneider 
manager for Connecticut General Life 
Baltimore, who is completing the first 
year of a second two-year term as NALU 
trustee. 

The election of Mr. Schneider as 1961- 
1962 secretary would create a vacancy 
of a one-year trustee term. Therefore, 
it would be necessary for seven trustees 
to be elected at the Denver convention. 
The successful trustee candidate polling 
the least number of votes would be 
elected for the one-year term. 

The committee on nominations an- 
nounced that its amended report includes 
the addition of three trustee nominees 


to the six previously nominated. These 
nominees have been notified of their 
nomination and have accepted. They 


are as follows: 

Thelma R. Davenport, 
Northwestern Mutual, Washington, D. 
C.; Mary C. McKeon, CLU, division 
manager, The Prudential 1, Montclair; 
Earle L. Patten CLU, manager, New 
England Life, Fresno. 

Other candidates for any office may 
be nominated from the floor of the Na- 
tional Council at its meeting on Sep- 
tember 26. 


special agent, 


Great-West Life Makes 
Four Field Appointments 


Great-West Life Assurance has an- 
nounced the appointment of three new 
supervisors and the transfer of another 
within its Canadian field organization 

The newly appointed supervisors are 
John A. Newton at Vancouver in th 
Georgia branch, R. ‘Morris Bowden, CLU 
at Toronto in the King branch, and W. 
Robert Davidge at Saint John in the 
New Brunswick branch. Transferred 
from Halifax to St. (Catharines was 
Robert Miller. 

Mr. Newton joins the company with 
more than five years’ experience in all 
phases of life insurance selling and man- 
agement. 

Mr. Bowden entered the life insurance 
business in 1950 as a representative of 
am Toronto King branch. He received 
his CLU designation in 1960. 

Mr. Davidge has been with Great- 
West Life since 1957. Prior to his recent 
appointment, he was district manager of 
the company’s Moncton office. 

Mr. Miller joined Great-West Life in 
1957 and was appointed a supervisor of 
the company’s Nova ‘Scotia branch at 
Halifax in 1960. 


Iowa General Agents 


Ohio National Life has announced the 
appointment of two new general agents 
in Iowa. The Engquist Insurance Service 
in Red Oak and Frank H. Eastabrooks 
in Spencer were named to head com- 
pany sales operations in their respective 
areas. 

The Engquist Insurance Service will 
be under the supervision of Keith D. 
Engquist as general agent. Mr. Engquist 
is a graduate of the University of Ne- 
braska and has been in the insurance 
profession since 1957. He is a pain 
and past president of the Red Oak As- 
sociation of Insurance Agents. 

Mr. Eastabrooks has been 
life insurance sales since 1958 and prior 
to that was a teacher and coach in 
Spencer public schools for several years. 
He, too, is a graduate of the University 
of Nebraska and received his Masters 
Degree from the University of Iowa. 
Currently he is vice president of the 
Northwest Iowa Underwriters Associa- 
t10n. 


active in 
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Manhattan Life Record Summer 


Sales Honor Chairman Fordyce 


he field force of Manhattan Life of 
New York set a new record in the llth 
arjual summer campaign in honor of J. 
P. Fordyce, chairman of the board of 
directors. Total paid-for business of $70,- 
497 661, achieved during June, July and 
August, exceeded by nearly $4,000,000 
the previous high mark of $06,567,080 
esiablished during the summer campaign 
in 1959. The 1961 campaign also marked 
Mr. Fordyce’s 50th anniversary in the life 
insurance business. 

William F. Norton, Jr., James G. Ran- 
ni Agency, New York, won a plaque for 
national leadership in Ordinary volume. 
Roval L. Brown, Kelley-Baum Agency, 
Detroit, led nationally in Ordinary lives 
and in Ordinary volume, midwestern ter- 
riiory. Harold L. Regenstein, Richard 
E. Werner Agency, New York was the 
leader in pension trust volume. Alex J. 
Fishbein, ‘Richard M. Grosten Agency, 
Los Angeles, led in Group life volume 
sales. 

The Richard M. Grosten Agency won 
two plaques for first nationally in Ordi- 
nary volume and Group life volume. The 
Richard E. Werner Agency, New York, 
received a plaque for leadership in pen- 
sion trust volume. The James G. Ranni 
Agency, New York, won a plaque for 
second nationally in Ordinary volume and 
the Richard ‘C. Clark, Jr. Agency; ‘Mobile, 
Ala., took the award for second in Group 
life 

Divisional Awards 


The following agencies won divisional 
awards: 

Division 1: Orlando A. Corini, New Ro- 
chelle, N. Y.; division 2: Jack W. Gilles- 
pie, Memphis; division 3: Joseph I. So- 
bel, Philadelphia; division 4: Melvin M. 
Gordon, Worcester; division 5: Arthur E. 
Spakowski, Milwaukee; division 6: For- 
man Agency, Albany; division 7: Harry 
B. Mathewson, Honolulu. 

Seven personal producers received ter- 
ritorial awards for leading in Ordinary 
volume. They were: 

Metropolitan New York: Dominick A. 
Petrone, Corini Agency, New Rochelle; 
eastern: Edwin D. Steiner, Jr., Rogers, 
Passaic; midwestern: Royal L. Brown, 
Kelley-Baum, Detroit; southern: Edward 
L. Arthur, Knox, Tampa; western: 
Michael H. Levey, Levey, Burbank, Cal.; 
north central: Henry L. Carlsruh, Spa- 
kowski, Milwaukee; southwestern: T. M. 
Rea, Lau, Dallas. 





Pacific Mutual Appoints 


Harriman in San Diego 
John P. Harriman has been named 


manager of Pacific Mutual Life’s San 
Diego Group insurance operation. The 
announcement came from Darwin S. Lig- 
gett, the company’s Group vice president. 

Mr. Harriman, who had managed Paci- 
fic Mutual’s Detroit Group office for the 
past four years, will now direct an ex- 
panded program of sales and services to 
the company’s San Diego area Group 
policyholders. 

Mr. Harriman joined Pacific Mutual in 
1953 as an agent in San Diego. He is a 
1950 graduate of Colby College in Water- 
ville, Me. He earned a bachelor of arts 
degree in business. 


Federal L. & Cc. Attorney 


George F. Gronewold, Jr. has joined 
the legal department of Federal Life and 
Casualty Company of Battle Creek, 
Mich., as an attorney. Mr. Gronewold 
was graduated in August from the Uni- 
versity of Michigan law school where he 
received and LL.B. degree. He is also a 
1952 graduate of the U. S. Naval 
Academy, Annapolis where he received 
a B.S. degree “with distinction.” 

Federal is a member of the Tower 
Insurance Group of Battle Creek. Other 
members include Wolverine Insurance 
Co., Riverside Insurance Co. of America, 
and Secured Insurance Co. 


General Agents Personal Production 


Plaques were awarded to the following 
for leadership in general agents personal 
production: 

Julian Barton, Beverly Hills, Ordinary 
volume; Orlando A. Corini, New Ro- 
chelle, Ordinary lives; Vincent 'C. Tow- 
ers, Houston, jpension trust volume; 
Joseph K. Schwartz, Ellenville, N. Y 
Group life volume. 














“There's a better future than 
cuer with Kentucky Central...” 











Founded 1902 — Kentucky's Oldest Life Insurance Company — Now Operating in 13 Southeastern and Ohio Valley States 


KENTUCKY CENTRAL LIFE and ACCIDENT INSURANCE COMPANY 


Garvice D. Kincaid, President Anchorage, Louisville, Kentucky 















The face amount stairsteps upward each year until, 
at the end of a 10 or 15 year period, double the original 
amount is ready to convert to a permanent plan. 


Although the coverage grows, the premium stays the same! 


Your up-and-coming prospect plans to be worth 

more tomorrow than today. He needs insurance to grow 
with him. (Business values are ballooning, too. 

Owners are showing new interest in insurance that 
grows with these values. ) 


Increasing Term does just that. Ask us for details. 


O C C I D E NTAL LI FE Insurance Company of California 


Home Office: Los Angeles/ Earl Clark, C.L.U., Vice President 


We pay Lifetime Renewals...they last as long as you do! 


...the worth of your young prospect will increase. 


Step by step you can match his increasing value— 
automatically—with Occidental’s INCREASING 
TERM PLAN. 


(No evidence of insurability needed for the 
automatic increase, or the conversion. ) 






































Step... 
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. . personal production. During ‘his eight 
Republic National Names years of insurance experience, the new 
Goldstein at Los Angeles general agent received the National 
: ‘ Quality Award for three consecutive 
Ira J. Goldstein has been named gen- years. Before joining Republic National 
eral agent to represent Republic Nation- [Life Mr. Goldstein completed LUTC 
al Life in the Los Angeles area accord- snd CLU I and II courses. 
ing to H. R. Hunke, vice president and He is active in civic functions and is 
agency director. a member of the Masonic Lodge, Scot- 
After graduation from UCLA, Mr. tish Rite, Al Mailekah Shrine and 


Goldstein began his insurance career in Junior Chamber of Commerce. 





Announcing — 


THE PENSION SCHOOLS at PURDUE 


Pension and Profit-Sharing School 
Oct. 11, 12, 13, 1961 - - Tuition $100 
The Nature of the Pension and Profit-Sharing Institute 


Few subjects relating to the American economy can be so profitably discussed 
by people in general and life underwriters, trust officers, and attorneys in particular. 
This is ample justification for the offering by Purdue University of its Seventh 
Annual Pension and Profit-Sharing Institute. 

Again this year the institute seeks to serve as a springboard for the ideas 
and methods of a faculty comprised of men outstanding in the fields of pension, 
profit-sharing, and deferred compensation, The weight of emphasis will be upon 
how the experts sell, not upon theory and academic knowledge. Each speaker 
desires to describe in detail the reasons for and the techniques responsible for his 
tremendous performance. 

Group discussions—question and answer sessions—are to be moderated by 
James B. Zischke, a man nationally known for his record and uniquely gifted for 
an assignment of this kind. 

Enrollment in the Pension and Profit-Sharing Institute on Wednesday, Thurs- 
day, and Friday is limited to eminently successful life underwriters, independent 
consultants, and home-office specialists. 


Basic Pension School, Oct. 9-10, 1961 
Tuition $50 


The Basic Pension School 


“Why in Heaven don’t you tell the average insurance salesman about pensions; 
he’s overlooking an ‘acre of diamonds’ right in his own backyard.” 

That question was asked by a ‘good programmer’ after closing his second 
pension case as a direct result of attending a recent Basic Pension School. The 
Basic Pension School is dedicated to the proposition of giving to the inexperienced 
person a conversational and technical knowledge of pension and profit-sharing plans. 

Just what is a pension plan? 

What words do you need to understand? 

What are the tax facts of employer-employee compensation ? 

Without a doubt, good salesmen can increase their income and gain personal 
satisfaction by developing the pension prospects that are literally surrounding them. 

Enrollment in the Basic Pension School on Monday and Tuesday is available 
to all life underwriters, trust officers, attorneys, and accountants. 


Queries should be addressed to Hal L. Nutt, 
Institute, Purdue University, Lafayette, Indiana. 


C.L.U., Life Insurance Marketing 











LAA Opener Lively 


(Continued from Page 5) 

for each contest, but prizes that will ap- 
peal to everyone. We were also con- 
fronted, on occasion, with the additional 
problems of inventory liquidation, Now 
the prize winner can go to his prize cata- 
log and select from any of 100 items, all 
national brand merchandise. This has 
quite an appeal to the agent’s wife, 
especially when the object of her interest 
is a prize requiring an achievement 
check larger than the current awards 
might purchase.” 

“Around the World for Rey” Contest 

In staving off boredom, Mr. Osborn 
said that contest theme variations are a 
“must.” The fall contest changes theme 
almost annually and the spring contest, 
keyed to President’s month, while longer 
lived, is seldom the same for more than 
three years. “The more copy, art, and 
gimmick possibilities a theme suggests, 
the better we like it,” he said. 

“Around the World For Rey,” a Presi- 
dent’s month contest in which production 
transported individuals and agencies 
around the globe, was one of the best 
themes Ohio National ever used. Mr. Os- 
born explained that each year “we varied 
our mythical trip to visit different cities 
and countries in print. In twice-a-week 
progress reports we visualized agents in 
all sorts of situations, depending, of 
course, upon the amount of production 
and the route chosen for them to follow. 
The prize winners were always pictured 
as steaming back home under all modes 
of travel. 

“To capitalize on the atmosphere our 
theme created, wives received orchids 
from Hawaii, another time perfume from 
Paris, lace from Madrid and letters from 
London, all of which served as conversa- 
tion pieces and reminders to them and 
their husbands that a very unusual con- 
test was going on. We make no great 
claims for originality on any of these 
particular items, but we do feel that each 
of the mz uilings was a happy marriage 
with our contest theme and none proved 
expensive. One of the by-products was a 
‘bonus’ gift to several of the wives—a 
6-month membership in the ‘Around the 
World Shoppers Club.’” 
Lots of Work Involved 

Contest 

In preparing a contest the speaker 
emphasized that the theme is thoroughly 
researched and the copy labored over 
so that “it doesn’t sound labored over.” 
Admittedly it’s a lot of hard work. “We 
do employ gimmick mailings in contest 
promotion,” Mr. Osborn said, “but we 
try to make them work as hard as any 
other mailing piece. If possible, we try to 
make them funny and even. better, 
to give them some utility.” 

One novel idea employed was to mail 
out 1,000 fly-swatters which presented 
quite a problem to the mailman. Another 
was an envelope containing cracker 
crumbs along with the achievement 
check. An agent’s wife told about open- 


in Successful 


Southland Life Expanding 


Southland Life recently received licen- 
ses to do business in the states of 
Hawaii, Idaho, and Missouri. This an- 
nouncement was made by Dan C. Wil- 
liams, president. Mr. Williams stated that 
the addition of these states to those in 
which the company was previously 
licensed to do (business increases Souih- 
land Life’s operating territory to 25 
states and the District of Columbia. 

More than 100 Southland Life field 
offices are presently serving policyowners 
of the company which now operates in 
the states of Alaska, Arizona, Arkansas, 
California, ‘Colorado, Florida, Georgia, 
Hawaii, Idaho, Louisiana, ‘Maryland, 
Mississippi, Missouri, Montana, Nevaia, 
New Mexico, North Carolina, Oklahoma, 
Oregon, South Carolina, Tennessee, Tex- 
as, Utah, Virginia, Washington, and the 
District of Columbia. 

Southland Life’s insurance in force 
totals more than $1,800,000,000 and _ its 
assets exceed $300,000,000. Southland 
Life’s home office is in Dallas and its 
home office building—Southland Center 
—with over 1,500,000 square feet of floor 
space is now more than 99% occupied. 





ing the envelope just prior to a bridge 
party in her home and her dismay whe 


the cracker crumbs fell out all over a 
freshly swept rug. Still another “gim- 
mick” was a map of the world along 


with three or four little buckshot balls, 
and the agent was urged to get them 
all in place on the map at one time. One 
G. A. complained that his men were hav- 
ing so much fun playing with this puzzle 
that he couldn’t get them to go out to 
work! 

The real “guts” of Ohio National con- 
test, Mr. Osborn said, is to recognize the 
men who are getting the sales job done. 
“Twice-a-week progress reports play a 
big part in this effort—they are simple 


multilith prepared pieces but are chock 
full of names.” 
Mr. Osborn recommended “the Presi- 


dent’s Wall of Fame” idea to anyone not 
using it. The idea is simply this: A man 
who pays for $100,000 of production dur- 
ing our President’s Month contest gets 
his picture appropriately framed and 
hung in a reserved spot in the President’s 
office and there it remains until the fol- 
lowing year’s contest. The 70 or so men 
who achieve this honor each year work 
as hard for it as any prize we might 
offer.” 

Another appreciated idea was a phone 
call from the president to each agent 
who wrote $100,000, and Mr. Osborn 
credited this as an idea picked up at an 
LAA North Central round table meeting. 
Wives are also called up during a con- 
test to ascertain if they know how much 
business their husbands have written. 
“Usually we give the wives a scoreboard 
which enables them to keep up to date, 
and their reward is a small achievement 
check or gift certificate. Mr. Osborn said. 
“The gals almost invariably know the 
answers when we phone them.” 





GROUP SALES MANAGER 
$10,000 


This is the finest opportunity we can 
recommend for the man who can point 
to a successful Group background with 
emphasis on sales in preference to serv- 
ice. The opening is in California. The 
company—one of the best known of all 
the New England companies. A man with 
good management abilities is desired. 

Progress can be unlimited. +E-1030 


DIRECTOR OF AGENCIES 
$17,000 


LIFE DEPARTMENT 
MANAGER 


$11,000 


An unusual opportunity for a man with 
experience in developing the production 
of fire and casualty agents. In several 
areas of the country this highly recog- 
nized life company wants to establish 
life depts. in many of their affiliated 
general insurance agencies. Employer's 
requirement is an unquestioned job sta- 
bility for past ten years. + E-1032 








LIFE ACTUARY 
$15,000 


Among the fine, old New England com- 
panies this one is held in high respect. 
It offers the prestige of its name, its 
liberal and progressive attitude to the 
Actuary who has achieved his Fellow- 
ship in the Society. The responsibilities 
and rewards of top level management 
are here for the capable man right now. 

+ E-1033 





For the man who wants to prosper and 
progress with a new, yet growing com- 
pany, we believe this job warrants objec- 
tive investigation. It is a well founded 
company on the eastern seaboard and 
anxious to benefit from the direction of 
a well qualified individual. A must: Fine 
sales record with no more than two com- 


panies in 8 yrs. $+ E-1031 330 S$. Wells St. 








Without any obligation, send for our brochure, " 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
HArrison 7-9040 


How We Operate." 





Chicago 6, Illinois 


LIFE ACTUARY 
$15,000 


A company in Florida now needs a 
Fellow of the Society or a man who will 
soon pass the necessary exams. The func- 
tions of this position will actually be the 
guidance and direction of the company’s 
Group operations. It is a company whose 
name is second to none in the industry, 
offering a bright future for the ambitious 
young man. + E-1034 





LIFE GENERAL AGENT 
$15,000 

Among all the companies who have 
contacted us for qualified men in speci- 
fic areas, this is one of the accepted 
leaders in the business. If your produc- 
tion record is excellent and job stability 
proven for the past ten years, this com- 
pany will pay our fee. Company reputa- 
tion is without peer. + E-1035 
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NYLIC DOFFS ITS HAT TO BILL NORTH! 


For Outstanding Leadership and Service 
During the Past Year as President of NALU 


New York Life proudly salutes Bill North on the com- 
pletion of his term as President of the National Associ- 
ation of Life Underwriters. His executive ability and 
capacity for personal responsibility has been clearly 
demonstrated throughout the past year. 

Bill’s outstanding service in life insurance counsel- 
ing and his many important civic endeavors indicate 
the broad talents he brought to the Association. A 
graduate of Oregon State, Bill began his career as a 
New York Life agent in 1930, and entered agency work 
the following year. Later he was appointed General 
Manager in Montana. Since 1943, Bill has been General 
Manager of the Northern Illinois Office in Evanston. 


We congratulate Bill for a splendid job. We are cer- 
tain that the contributions he has made to the Associa- 
tion as President will benefit all NALU members in 
the years to come! 


NEW YORK LIFE 


INSURANCE COMPANY 
51 Madison Avenue, New York 10, N.Y. 


NYLiC 


Life Insurance + Group Insurance «+ Annuities 
Health Insurance + Pension Plans 
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Advertisers 


Assn. Annual Meeting 


at Dallas 








Life Advertisers Award Winners 


Dallas, Sept. 21—A total of 59 com- 
panies received 102 awards in the LAA 
annual “excellence in 
public and sales 
promotion” at the association's annual 


at Sheraton-Dallas Hotel. 


competition for 


advertising, relations 


convention 


dividual award winners: 

Material to Motivate Agents — All 
American Life & Casualty, Bankers Life 
of Nebraska, Confederation Life, Con- 
necticut Mutual, Equitable of lowa, 
Knights Life, Metropolitan Life, Mutual 
Benefit Life, Pan-American, The Travel- 


Entered in the 
were 427 


16 separate categories 
from 108 companies. 
Judging was conducted so that all com- 


pieces 


; ers. 
panies competed against others of their Sales Aids—Aid Association for Lu- 
own size, according to amount of insur- therans, Hartford Life, John Hancock, 


ance in-force. Following are list of in- Metropolitan Life, MONY, Pacific Mu- 











with Security Mutual’s 
PENSION TRUST SERVICE 


there’s big business in 











Times were never better for sales of bunts Trusts...More than 
half a million small companies (firms employing 50 people or less) 
are discovering every day...they need Pension Trusts! The secur- 
ity provided by Pension Trusts reduces costly labor turnover, retains 
valuable employees, prevents “job shopping” for fringe benefits, 
. BUT, 
most “Small Business Men” feel they’re too small to do anything 
about it! There’s your market!! Your prospects will be happy to 
know that Pension Trusts can be totally tax deductible...that 
Security Mutual tailors its plans to meet the needs characteristic 
of small business. Here is a Pension Trust Plan that you have been 
waiting for...SECURITY MUTUAL’S Pension Trust Service ...de- 
signed to build BIG BUSINESS...for YOU! 


and increases efficiency by retiring over-age personnel.. 


Contact your Security Mutual General Agent today, or write 


SECURITY MUTUAL LIFE | INSURANCE COMPANY OF NEW YORK 


Richard E. Pille, President. 


Robert M. Best, C.L.U. 
Vice President—Agencies. 


your security our mutual responsibility 


BOEXCHANGE STREET, 





BINGHAMTON, 


NEW YORK 





tual Life, Republic National Life, Sc 
curity Benefit Life, Southland Life, Stat: 
Mutual Life, United Life & Accident. 

Prestige and Good Will Builders- 
Connecticut Mutual Life, Mutual Bene 
fit Life, National Life of Vermont. 

Recruiting Material—Indianapolis Life, 
Monarch Life Assurance. 


Direct Mail—Connecticut General Life, 


Great American Reserve, Indianapoli 
Life. 
Policyholder Material — Home Life, 


MONY, National Life of Vermont. Bro- 
kerage Material—All American Life & 
Casualty, Bankers Life of Nebraska, 
Berkshire Life, Eastern Life of New 
York, Manufacturers Life, United States 
Life. 

Company Field Magazines — 
Life, Bankers Life of Nebraska, 
Bankers Life, Great Southern Life, 
Home Security Life, John Hancock, 
Massachusetts Mutual Life, Mutual Ben- 
efit Life, National Life of Canada, Oc 
cidental Life of California, Provident 
Life & Accident, Provident Mutual Life, 
The Prudential, Southland Life. 
Employe Relations—Equitable Society, 
Gulf Life, John Hancock, MONY, 
Southwestern Life. 

National Printed Advertising—Equita- 
ble Society, Imperial Life of Canada, 
John Hancock, Massachusetts Mutual, 
MONY, New York Life, Pacific Mutual 
Life, The Prudential, State Mutual Life, 
The Travelers. 


Aetna 
Fidelity 


Regional Printed Advertising—Great 
American Reserve, Group Health Mu- 
tual Inc., Guarantee Mutual Life, Life 


of Georgia, Life of Virginia, 
Southern Life. 
Insurance Journal 


Piedmont 


Advertising—Aetna 
Life, All American Life & Casualty, 
—- American Life, Lincoln National 

Life, Security Benefit Life, United States 
Life. 

Public Relations—Bankers Life of Ne- 
aang Country Life, Ohio National Life, 

’an- American Life, Phoenix Mutual 
ite Provident Life & Accident, The 
Prudential. 

Group Coverage—New York Life, Oc- 
cidental Life of California, Union Mu- 
tual Life. 

Personal Health 
Life, Hartford Life, 
Union Mutual Life. 

Annual Reports—All American Life & 


Insurance — Aetna 
Ohio National Life, 


Casualty, American Mutual Life, Fidel- 
ity Mutual Life, Great-West Life, 
Home Life of New York  Pied- 
mont Southern Life, Southland Life, 
Southwestern Life, The Travelers. 


Gaines on Characteristics 


Of ‘Men Wanted?’ in the 60s 


Dallas, Sept. 22—Charles E. Gaines, 
CLU, director, Institute of Insurance 
Marketing, Southern Methodist Univer- 
sity, told the LAA members at the final 
session here this morning of their an- 
nual meeting that the decade of the 
1960s will be a decade of “men wanted,” 
not just in the field but in every area 
of operation “for adequate manpower 
alone will enable us to assume our re- 
sponsibility and capitalize on our op- 
portunity.” 

Mr. Gaines pointed to desired charac- 
teristics which both the “men wanted” 
and those already in the business must 
have. Chief among them he mentioned 
physical vigor, especially needed by field 
forces; optimism—“the ability to believe 
in the future regardless of yesterday’s 
mistakes or today’s frustrations’; vision, 
courage—“the courage to discipline your- 
self to do things that failures never do,” 
and finally, men of idealism “who wil! 
work for a cause greater than them- 
selves.” 

The speaker declared that life insur- 
ance people must “rededicate themselves 
to the religion of life insurance” and that 
they “must reaffirm their beliefs in the 
unique nature of their product and the 
tremendous role it plays in preserving 
and strengthening the things they hold 
dear.” 
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MERITED... 
and HONORED 


The CLU emblem is a familiar sight in Penn 
Mutual offices everywhere. We take justi- 
fiable pride in this fact, because the initials 





“CLU” designate those underwriters whose 
expert knowledge, proven ability and dedica- 
tion have earned for them this highest 
professional recognition. We commend Penn 
Mutual’s many CLU members for their 


Back of Your Independence Stands initiative and foresight. 
The PENN MUTUAL 






THE PENN MUTUAL LIFE INSURANCE COMPANY 


INDEPENDENCE SQUARE, PHILADELPHIA 
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“But I don’t have the 
know-how for life!” 


CG: You don’t need it! Our Life 
Department takes care of all the 
technical knowledge, plus all the 
paperwork! And does it gladly, with- 
out charge to you. Yow take all the 
commissions! 


YOU: Now wait a minute.. 
in it for you? 


CG: We're like you...we take the 
long view. Here’s what happens...we 
make analyses of your clients’ poli- 
cies, show them how to make their 
present premium dollars work most 
effectively. The sales come gradually, 
over a period of time...only in answer 
to specific client needs. 


.what’s 


YOU: You’re reaching me.. 
about profits? 


- what 


CG: You may have an increase in 

your profits of 15% or more per year. 

And, at no extra expense to you. It 

will pay you to call our nearest office 
. right now! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 





Advance S. T. O’Hare 
Stephen T. 
superintendent in Pacific 
field 
according to E. E 
department. Mr. 
sponsibility 


O’Hare has been named a 
Mutual Life’s 
office administration department, 
Brown, director of the 
O'Hare will take re- 
administering © the 
and salary policy. 


for de- 
partment’s personnel 
He will direct all field office 
tems and procedures 

Mr. O’Hare holds a bachelor’s degree 
in social studies from St. John’s Uni- 
versity and a master’s degree in educa- 
tion from Stanford. 

He joined Pacific 
erved in the 
company’s policyowner’s service, policy 
change, underwriting, and actuarial de- 
partments as well as field office admin- 
istration. 


also Sys- 


1957 and 
Angeles-based 


Mutual in 
Los 


has s 


$ $ 
$ $ 
: SEE : 
s The Maurice Blond Agency , 
Hamilton Life Ins. Co. of New York 
$ 15 Park Row, N. Y. ©. 38 Worth 2-1280 $ 
$ We're awfully sweet on diabetics! S 
$ 


SSSSSSSSSSSSSSSSSSSS 








Facts about our 
PENSION and PROFIT 
SHARING PLANS 
@ High Limit Guaranteed |s- 
sue According to Formula 


@ Full Commissions on Guar- 
anteed Issue 


@ Par and Non-Par Plans 


Call us for more details 











WHITE & 
WINSTON 


INC 


The UNITED STATES LIFE 
INSURANCE CO 











LIFE INSURANCE 





RENEWAL 


RENEWAL PURCHASE COMPANY 


320 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 





Four General Agents Named 
By Republic National Life 


Ernest J. Michna, Elmhurst, Ill.; John 
A. Norris, Alma, Mich.; Fred J. String- 
ham, Lansing; and Edward D. Brown, 
Louisville, have been named general 


agents to represent Republic National 
Life, Dallas, in their respective areas 
according to H. R. Hunke, vice president 
and agency director. 

Born in Whiting, 
was graduated 
and served four 
the Panama and Pacific areas. Mr. 
Michna has established an outstanding 
production record during the past nine 
years and has had considerable agency 


Michna 
University 
Navy in 


Ind., Mr. 
from Drake 
years in the 


management experience before joining 
Republic National. 
Mr. Norris was born in Mor — 


Minn., and started his insurance career 
20 years ago in personal eer wp He 
has completed the basic life and accident 
and sickness career courses, and _ his 
agency will serve Morehead, Mich., and 
surrounding area. 

Mr. Stringham was born in Ez 
Rz ipids, Mich., and during his 31 years 
of insurance experience has established 
an outstanding production record. Be- 
fore joining Republic National Life, Mr. 
Stringham had considerable agency man- 
agement training. 

A native of Louisville, Mr. Brown was 
graduated from the U niversity of Louis- 
ville. He has been in the insurance in- 
dustry for 13 years, and during that 
time he has had extensive study in man- 


Aton 


agement and career courses and has 
completed Parts I and IV of the CLU 
courses. Mr. Brown will serve as gen- 


eral manager for the new IMU General 
Agency. 


Excelsior Life Appoints 


Duncan Associate Actuary 

Excelsior Life has announced the ap- 
pointment of Donald F. Duncan, FSA, 
as associate actuary with particular re- 
sponsibilities in the Group field. Mr. 
Duncan goes to ‘Excelsior Life with a 
background of 20 years’ experience in the 
actuarial field of Canadian life insurance, 
including six years of Group actuarial 
practice in a leading Toronto company as 
assistant actuary and three years as ac- 
tuary of another Canadian company. 

Although he has spent ithe past three 
years in the Canadian West, Mr. Duncan 
has lived most of his life in Toronto. 


CEDAR RAPIDS CLU OFFICERS 
John B. Walters, general agent in 
Cedar Rapids for National Life of Ver- 


mont, has been elected president of the 
local chapter of Chartered Life Under- 
writers. He succeeds one of the com- 
pany’s agents, John H. Stuhr. 

Raymond T. Ashlock, Connecticut 
General Life was ‘elected vice president 
and John O. Naber, American Mutual 
Life, secretary-treasurer. 


Assistant to President 
Of Equitable Society 





BRUCE L. ROBERTS 


Bruce L. Roberts has been appointed 


assistant to the president of Equitable 
Life Society. He will leave 
his post as coordinator of community re- 
lations and special events to join the 
staff of President James F. Oates, Jr., 
for one year. 

Mr. Roberts, a graduate of Yale Uni- 
versity, joined Equitable in 1950 as an 
agent after serving as an editor with 
United Press International in New York. 
He joined the company’s home office in 
1954 and has held several editorial and 
publicity posts. 

A member of the Life Insurance Ad- 
vertisers Association, Mr. Roberts has 
served on several of its committees, most 
recently the public relations research 
committee. 


Assurance 


Great-West Managers 

Great-West Life has announced the 
appointments of Gilles Wilkie, CLU as 
manager of its Montreal Western branch 
and William B. Frankish as manager of 
its Toronto York branch. 

Mr. dg succeeds J. Romeo Brault, 
CLU, while Mr. Frankish succeeds D. C. 
Stephens, both of whom have relin- 
quished their management positions, at 
their own request, to return to personal 
production. 

A native of Montreal, 
joined Great-West Life in 1958 as a 
supervisor in its Montreal Dominion 
Square branch. Prior to joining the com- 
pany he had five years’ experience as a 


Mr. Wilkie 


successful producer with another life 
company. 
Mr. Frankish entered the life insur- 


ance business in 1948 and has enjoyed an 
outstanding career in both sales and man- 
agement. Most recently he was manager 
of field training and research in the head 
office of another large Canadian com- 
pany. 





UAL 
» LUpe 





a 4 
*4Nce oo 


sAMESTOWN. NEW TORK 





Serving the Public 


Agency Opportuntties 
In New York, Pennsylvania and New Jersey 


Complete competitive portfolio of Life, A. & S. and 
Group Plans. Excellent training program, quality sales 
promotional material, including audio visual. 


Since 1886 
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Advanced by Hancock 





LAWRENCE A. REISTER 


Reister, CLU., has been 
ippointed advanced underwriting assist- 
ant at the John Hancock. 
tion he will cope with complex problems 


Lawrence A. 
In this posi- 


in business and estate situations. 

Mr. Reister ‘thas been associated with 
the company since 1949 when he joined 
the Buffalo general agency. After serv- 
ing as a sales representative, he was 
subsequently appointed sales supervisor, 
assistant unit 
and field assistant. 

He holds 
Notre Dame University, and a Master’s 


general agent, manager 


a Bachelor’s Degree from 
Degree in Business Administration from 
the University of Michigan. 

In addition to his CLU designation, 
he holds a CLU Management designa- 
tion and a diploma from the Life In- 
surance Management Institute of Purdue 
University. He is also a graduate of the 
John Hancock’s pension and profit shar- 
ing school, and supervisors’ school, and 
the Life Insurance Agency Management 
Association Management Indoctrination 
School. He is a member of NALU, and 
of American Society of Chartered Life 
Underwriters. 


Republic National Life 
Names Four General Agents 


Larry G. Mozingo, Greenville, N. C.; 
Wyatt L. Reaves, Chickasaw, Ala.; 
Howard L. Gentle, Sr. Huntsville, Ala.; 
and L. E. Osterman, Santa Barbara, Cal, 
have been named general agents in their 
respective areas by Republic National 
Life, Dallas, according to H. R. Hunke, 
vice president and agency director. 

Born in Greenville, Mr. Mozingo en- 
tered the insurance industry 12 years 
ago and since that time has been an 
active public speaker for the life insur- 
ance industry. The new general agent 


completed the insurance sales courses 
conducted at the University of North 
Carolina and has established an out- 


standing personal production record. 

Before being appointed general agent 
for Republic National Life, Mr. Reeves 
had extensive insurance schooling and 
was a top production leader for the past 
four years with his former company. He 
served in the Marine Corps during World 
War II and is active in business and 
civic functions in Chickasaw. 

Mr. Gentle was born in Shelbyville, 
Tenn., and began his insurance career in 
personal production. He will be respon- 
sible for the development of life and 
accident and sickness business in the 
Huntsville area. He is active in business 
and civic organizations—twice president 
of the Huntsville Salesman’s Club. 

Born in Sweden, Mr. Osterman at- 
tended the University of Minnesota and 
is an LUTC graduate. He started his 
insurance career 14 years ago in per- 
sonal production, and after establishing 
an outstanding production record he was 
named general agent for Republic Na- 
tional Life. 


LOMA Budget Manual 


A comprehensive “Budge Manual” has 
been published by the Life Office Man- 
agement The 56-page re- 
port, distributed to LOMA members as 
Cost Control Report No. 2, was prepared 
by the 
cost control. 


Association, 


Association’s subcommittee on 
The manual was designed to help com- 
had formal 
budgets set up budget procedures. It may 
serve as a 


panies which have never 


also frame of reference for 


a critcial review of existing budget 
procedures in companies now operating 
under some type of budget control. 

The report contains all-inclusive sample 
instructions and copies of forms reports 
and control sheets. An appendix contains 
material on expense accounts. 

Copies of the “Budget Manual” have 
been distributed to LOMA member com- 
panies. Additional copies of the report 


are available at the Association office 


at the cost of $1.50 to members and $3 
to non-members, plus 25 cents for postage 
and handling. 


Joins Great American Life 

Great Life announces the 
appointment of William H. Moffett as 

field supervisor for 

New Jersey and 
Mr. Moffett 
company’s service office, Philadelphia 

Mr. Moffett entered the Life insurance 
business in agent with New 
York Life and was appointed a brokerage 
supervisor for their Philadelphia agency 
in 1959, from which position he has just 
resigned. 


American 
regional southern 
eastern Pennsylvania. 


will be domiciled at the 


1955 as an 



































W. W. BARBERG, GA 
Eau Claire 





B. D. HUGHES, JR., GA 
Memphis 


BERTHA S. BROCK 
Oklahoma 


J. H. EVANS, JR 
Oakland 


CONGRATULATIONS 


TO OUR . 


NEW CLUs 


L. M. McCLUSKY 
Home Office 


S. L. SIRAK 
Cleveland 


“s 


¥ 


F. L. GAYLORD 
Home Office 





Cc. W. WOODMAN 
Youngstown 


AND TO THREE ASSOCIATES WHO EARNED THE 


DIPLOMA in AGENCY MANAGEMENT 
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MILTON ASFAHL, CLU, GA 


Oklahoma 


R. B. RYDEN, CLU 
Des Moines 


we 


W. J. SHIELDS, CLU, AM 


Seattle 


Equitable Life 















of lowa 


FOUNDED 1867 @ DES MOINES 
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MADISON MANAGER FOR MONY 


Richard A. Tefo, former assistant 
manager of Mutual Of New York’s agen- 
cy in Oak Park, IIL, has been named 


manager of the MONY agency in Madi- 
son, Wisc. He succeeds Dwight Redd, 
who is retiring after four years as man- 
ager. 

Mr. Tefo has a master’s degree from 
the University of ‘Chicago. He has been 
in the insurance business for ten years 


and joined MONY in 1957. 





CANADA LIFE 
ASSURANCE COMPANY 
Look at these Ist year commis- 

sions and renewals. O.L. Preferred 
Life and L.P. 90—55%—13¥/2% & 
85s vested, O.L. High Immediate 
Cash Value Contracts 55% & 95s 
vested, Term policies—10 years or 
over 40% & 955 vested. Other 


Term policies—30% & 95: vested. 
OX 7-2950 














EMPLOYERS’ APPOINTMENTS 


G. F. Reynolds and F. J. Murray Named 
Life Managers; W. F. Cox, Jr., 
Made Accounts Superintendent 
Frank J. Carey, chief executive of The 
Employers’ Group of Insurance Com- 
panies, has announced the appointments 
ot George F. Reynolds as life manager 
at Springfield, Mass.; F. James Murray 
to the same post at Cleveland and Wil- 
liam F. Cox, Jr., as superintendent of the 

Nebraska accounts department. 

Mr. Reynolds joined The Employers’ 
early this year as brokerage supervisor, 
after entering the insurance business in 
Boston as an agent with National Life 
and New England Life. He is a grad- 
uate of the University of Massachusetts 
and served in the Navy during World 
War Il 

Mr. Murray entered the life insurance 
business in Chicago with New York Life 
in 1957 and joined The Employers’ as 
brokerage pe going last January. He is 
a graduate of the University of Toronto. 

Mr. Cox became associated with the 
Companies in 1958, starting in the home 
office accounts department. After serv- 
ing about a year as a field auditor, he 
was transferred to the Pacific department 
where he advanced to the position of as- 
sistant superintendent of the accounts 
department. 





Lincoln Nat’! Dividend; 
Treasurers Dept. Changes 


The regular cash dividend of 20 cents 
per share on the capital stock of the 
company has been announced by Walter 
O. Menge, president, Lincoln National 
Life, Fort Wayne, following the recent 
meeting of the board of directors. The 
dividend is payable November 1 on stock 
of record at the close of business on 
October 10. 

Mr. Menge also announced four ap- 
pointments involving treasurers depart- 
ment personnel. Chelsea E. Brown has 
been appointed assistant vice president 
in addition to his present responsibilities 
as assistant treasurer. James Mc- 
Combs, Marilyn A. Vachon, and Ruth 
Evans were named assistant treasurers. 


WILLIAM H. HOOPER RETIRES 

William H. Hooper, manager of The 
Prudential Co.’s Salisbury, Md., district 
office, retired recently. 

Mr. Hooper joined the company as an 
agent in Dover, Del., in 1928, was pro- 
moted to an assistant manager there in 
1940, and was named manager at Salis- 
bury in 1946. He is a veteran of World 
War I 


LULIOAIHAUULA LU 


Is Your Client’s Security 
Being Imprisoned? 











Are the BARS of old-fashioned company underwriting stopping your 
clients from getting life insurance because their previous or current 
medical history is poor? The marvelous advances in medical science, 
combined with the wonders of new actuarial research, have brought 


lower cost life insurance to previously rejected or rated men and women. 


We represent America’s exclusive insurers of substandard risks life 
insurance, which provide mortality up to 2,000%. To alert agents and 
brokers this means a specialization that will produce more commissions 
and substantial premium savings for your policyholders. Best of all, we 


guarantee that regardless of what rated offer you may receive from other 








companies, we will underwrite the same policy at two tables less. 








We invite agents in ALL states, in fact, urge you, to inquire about 


our substandard facilities 


NO MINIMUM SIZE POLICY REQUIRED 





Alfred E. Smith O’Neill Company, Inc. 


7228 Whitaker Avenue, Philadelphia 11, Penna. 

Telephone: RAndolph 5-5100 (Phila. Area Code—215) 
Commissions are paid on the full premium—60% first year—5% vested renewals—9 years. 
TTA 








MONY Aid to Victims 
Of Hurricane Carla 


Mutual Of New York is offerin; 
emergency financial aid to policyholders 
stricken by Hurricane Carla in south 
eastern Texas. Under an emergenc, 
procedure policyholder-victims in th 
area may borrow up to $500 against thei 
policies within hours after contacting th 
local MONY agency. 

Normally, they would have to wai 
while MONY’s home office processed th: 
request. During the emergency, however 
the local agency will have the authority 
to write loan checks immediately. 

MONY also is adding 30 days to th: 
usual 30-day grace period for premiun: 
payment. 

The emergency procedures were re 
quested by MONY’s managers in Hous 
ton, Harvey Mack and John T. O’Brien 
Jr, and by Leo E. Quinlan, manage: 
of the MONY agency in Corpus Christi 

The three agencies serve more than 
6,000 policyholders. 

MONY has developed the procedure 
during the last 15 years and has used it 
in such calamities as the Connecticut 
River floods of 1957. 


LOMA Planning Report 


A report published by the Life Office 
Management Association should, help 
planning analysts, especially those new 
to staff work, become more proficient at 
their jobs. “Professional Planning Prac- 
tices,” Planning Report No. 52, also is 
designed to help the supervisor of a staff 
activity improve his management prac- 
tices. 

The report outlines the principles of 
professional planning practices. It pres- 
ents basic planning concepts, suggests 
an orderly work procedure, and helps 
the analyst develop attitudes that ex- 
perience has shown will increase the 
probability of success. 

The 60-page report describes the func- 
tions of the planning department, dis- 
cusses the diagnosis and definition of 
planning problems, outlines the basic 
work plan, suggests tentative solutions 
and details methods of presenting the 
final report. Nine appendixes provide 
samples of useful charts and forms. 

“Professional Planning Practices” has 
been distributed to LOMA members. 
Additional copies are available at a cost 
of $1.50 to members and $3 to non- 
members plus 25 cents for postage and 
handling. 


Lincoln Liberty Names 
Miller Vice President 


Appointment of Marden Miller, Texas 
insurance executive, as administrative 
vice president of Lincoln Liberty Life 
has been announced by L. M. Bentsen 
Jr., Lincoln Liberty president. 

Mr. Miller, who for the last two years 
has been executive vice president and 
agency director and a member of the 
board of directors of South Coast Life, 
will move from Houston to the Lincoln 
Liberty Life home office in Lincoln, Neb. 
to assume his new duties. 

Mr. Miller, a graduate of Southern 
Methodist University, is a fellow of the 
Life Office Management Association and 
also has received his CLU designation. 


Named Fellow aed LOMA 


William H. Gillman, special reinsurance 
representative for Republic National Life, 
Dallas, has been named a fellow in the 
Life Office Management Association ac- 
cording to John iD. Thomas, vice presi- 
dent ~~ director of personnel for Re- 
public National. 

In passing the comprehensive series of 
examinations, Mr. Gillman took his fel- 
lowship in office management. Mr. Gill- 
man entered the insurance industry in 
1949 and with various life insurance com 
panies has held the positions of office 


manager, assistant controller and treas 
urer 
Life. 


before joining Republic Nationa! 
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Brinen & Sinsley Named 
U. S. Life General Agents 


United States Life has appointed the 
Brinen & Sinsley Agency, Inc., as gen- 
eral agent in Tampa, Florida. In his 
nnouncement, Gordon E. Crosby, Jr., 

ce president and director of agencies, 

ated that the two principals of the 
gency are Sam Sinsley, president, and 
hilip B. Brinen, secretary and treasurer. 

Mr. Sinsley entered the life insurance 
than 35 years ago, most 
being spent with John 
Brinen has been in 


isiness more 
career 
Hfancock. Mr. 
irance for 12 years, joining John Han- 
ck in 1951. The business association 
rinen & Sinsley began eight years ago 
s a Life, A. & H., and general lines 
rokerage operation in Tampa. Both 
nen are members of the Tampa Life 
inderwriters’ Association and the Tampa 
\ccident & Health Society. 


his 
in- 


Ohio National Awards 

Ohio National Life’s President’s Tro- 
phies were won this year by the L. A. 
Wood Agency, Springfield, Mo.; George 
T. Guerre Agency, Lansing, and Erwin 
P. Richter Agency, Winona, Minn. For 
the president’s month competition, the 
company’s agencies are dividend in three 
classifications, those of relative size com- 
peting against each other for the trophy 
in their respective size class. 

Competition for the trophy is based on 
paid production during the company’s 
annual president’s month sales cam- 
paign, with trophies going to those agen- 
cies who exceed company-assigned quota 
by the greatest percentage. 


Joop 


"Specializes in Insurance” 

ACTUARIES FEE PAID .................... $12-15,000 
Passed or 5 exams? Want top future? 
Can you move 100 miles? 

A & H ADMINISTRATION 15,000 
Heavy Individual + Top Administration. 

LIFE DEPT. MGRS.. ..........ccccccscssceee $ 8-15,000 
We Need 4!! N.J. or N.Y. 5+ Yrs. Top 
Life. 

PENSION EXECUTIVE 
You'll Train New 
Tough Cases. 
Expenses Supplied. 

GROUP SALES & SERVICE.............. $ 8-12,000 
Some Fees Pd. & Top States. 
Incidentally, Calif. is included Here. 

A & H CLAIMS $ 6,7,000 
2 Yrs. H.O. Exper! 2 for N.Y.C., 1-Mass. 

GROUP CLAIMS. ..........c.cccccsressersees 6,800 
Regional Claims Office in Calif. 


50 CHURCH STREET NEW YORK 7, N. Y. 
WoOrth 4-8410 





PERSONNEL 
SERVICES, INC. 

















Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NBW YORK 6 
Telephone HAnover 2-5840 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 








O’TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 














Peoples-Home Life Names 
New Brokerage Managers 


Two new brokerage managers have 
been appointed by Peoples-Home Life of 
Indiana, according to Maurice Hartwell, 
president. Virgil A. Schnieders will carry 
his duties from the offices of The 
Home Insurance Co. in Kansas City and 
William E. Gardner the same 
from offices of The Home Company in 
Washington, D. C. Peoples-Home Life 


on 


will do 


has been affiliated with The Home In- 
surance Co, since 1957, 

Mr. Schnieders attended Northwestern 
University. He has been in life in- 
surance for several years and has served 
in the capacities of agent, training super- 
visor, and agency supervisor. 

Mr. Gardner attended New York Uni- 
versity and has completed the first two 
parts of LUTC. He has served as agent, 
brokerage manager, and superintendent 
of agencies for other companies. 


Indianapolis CLU’s Elect 


The Indianapolis CLU Chapter elected 
the following officers for the 1961-1962 
year: 

President, James F. Norton, editor, 
Management Plans Service, Research & 
Review Service; vice president, Robert 
B. Thompson, manager of training, 
American United Life; secretary-treas- 
urer, Hilbert Rust, president, Research 
& Review Service; educational chairman, 
Dan E. Flickinger, general agent, John 
Hancock. 





your clients 


who are going places 
need MONY’s new 


accident 





policy 





4 
a 
4 





Compare what MONY’s Executive Travel Accident policy ean do for them...and for you 


e Gives coverage for accidental loss of life, 


limb or sight for both travel and nontravel 


accidents e Quadruple benefits for specified 
“Common Carrier” travel accidents.(Triple 
in California) e Double benefits for the 
common automobile travel accidents 
e Single indemnity for the everyday non- 
travel accident e Great flexibility—there 
are four different plans with basic accidental 


Maura 0- N... York 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK, N. Y. 


death benefits ranging from $10,000 to 
$25,000 « You get top commissions and 
vested renewals e Fast coverage because 
policies are electronically issued e Easy to 
sell—short application is part of sales bro- 
chure. Start going places yourself with this 
new ETA policy. Send coupon for further 
information. (Policy offered in all states 


and in Canada.) 





Mutual Of New York { 
Dept. EU-961 

Broadway at 55th St. 
New York 19, N. Y. 


Please send me your FREE 
brochure on MONY’s 
Executive Travel Accident insurance. 





Name. 





Firm Name. 





Address. 





City. Zone. State. 
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Republic Nat’l Gen’l Agent 


Hugh ‘C. Montgomery has 
pointed general agent by Republic 
tional Lafe, Dallas, according to H 
Hunke, vice president and agency direc- 
tor. 

The new general agent was born in 
New Rochelle, N. Y., and attended the 
Choate School in Wallingford, Conn 
Mr. Montgomery began his insurance 
career 24 years ago and has had consid- 
erable agency management training be- 
fore joining Republic National Life. 

In making the announcement, Mr 
Hunke noted that the new general agent 


been ap- 
Na- 
R 


DEGEN AGENCY GROWTH 

George F. Degen, president of The 
Degen Agency Inc., a general agency of 
Hamilton Life of New York, states that 
the agency celebrated its first anniver- 
sary with submitted business of $10,277,- 
490 and paid-for $8,274,512. 

Mr. Degen was appointed general 
agent in New York last year with offices 
at 60 East 42nd Street. 





will develop Life and A. & H. business 
specializing in employe benefit programs 
in the Chattanooga area. 


STANDARD DISTRICT AGENCY 
Robert V. 
and 


Cummins, vice president 
of Standard Insur- 
ance Co., Portland, Ore., has announced 
the appointment of the Brandise-Luoni 
Agency of Las Vegas, Nevada, as district 
agency for Standard in that city. The 
appointment establishes Standard’s first 
office in the southern part of Nevada 


sales director 


following by less than a year Standard’s 
entry into the state, in Reno. 

Norman Luoni and Harry Brandise, 
operators of the firm, have been in the 
life insurance business in Las Vegas for 
several years. 





4 YEAR RENEWABLE TERM TO 70 





AGE 


ANNUAL PREMIUM PER $1,000 





30 . 
40. 
50. 
60 . 





$ 3.73 
5.72 
11.89 
27.94 








¢ FOR THE INSURED 


MINIMUM $50,000 - STANDARD ONLY 
ISSUED: AGES 15 TO 64 
CONVERTIBLE TO AGE 65 


REDUCED RENEWAL PREMIUMS 


e e e 
Chtizens Life i nag 


* FOR THE AGENT 


VESTED COMMISSIONS 
LIFETIME SERVICE FEES 


EXTRA COMMISSIONS 
EVERY 4 YEARS 


COMPANY of NEW YORK 


For further information on this and other ““New For '61” plans, 
contact any of these General Agents in the Metropolitan area: 


LILLIAN F. DOUGLASS AGENCY 


11 W. 42nd Street 


New York 36, New York 


BRyant 9-3214 


Suffolk County—1T 9-5013 


EQUITY FUNDING CORP. 
37 Wall Street 
New York 5, New York 
HA 5-5480 


ARTHUR ROSENBERG AGENCY 
7309 Third Avenue 
Brooklyn 9, New York 


TErrace 6-5000 


SAMUEL GORE AGENCY 
47 Broadway 
West Hempstead, New York 
IVanhoe 9-6268 


LIEBOW-KURZ ASSOCIATES, INC. 
58 East Route 59 
Nanuet, New York 
NAnvet 3-3911 


NEW YORK CITY 


DANIEL COHEN AGENCY 
15 E. 40th Street 
New York 16, New York 
MUrray Hill 5-8626 


BROOKLYN 


KEARNS & McCOURT 
LIFE ASSOCIATES, INC. 
375 Jay Street 
Brooklyn 1, New York 
ULster 8-7100 


LONG ISLAND 


MARSHALL A. RUBENSTEIN 
85 North Broadway 
Hicksville, New York 
OVerbrook 1-4540 


NEW JERSEY AND ROCKLAND COUNTY 


MATHEW R. DeSOTTO & ASSOCIATES 
339 Broad Avenue 
Palisades Park, New Jersey 
Windsor 4-7766 


New York City—YUkon 6-8225 


SASSOON E. KASHI 
116 Nassav Street 
New York 38, New York 
BArclay 7-3568 


MULTIFUNDING CORP. 
1 East 42nd Street 
New York 17, New York 
YUkon 6-8225 


R. M, TESSITORE 
172 Avenue U 
Brooklyn 23, New York 
COney Island 6-1233 


DANIEL B. De PONTE 
Suite 207 


Meadowbrook National Bank Bidg. 


732 Sunrise Highway 
Baldwin, New York 
BAIdwin 3-5810 





MONY TRANSFERS DEPARTMEN? 





All Group Sales Personnel Will Be As 
signed As a Unit to the Sales 
Department 
Mutual Of New York, in a move t 
unify the marketing of its Group, lif 
and health insurance products, wil 
transfer all its Group sales personnc 
from the Group department to the sale 

department, effective October 1. 

“We believe the company will benefi 
from making one department responsibl 
for marketing all company products, in 
stead of dividing that responsibility, 
MONY President Roger Hull explained 
“Tt will give us a greater impact on th 
market and better coordination of ou 
sales effort.” 

All Group sales personnel, includin: 
both the home office and field force, will 
be assigned as a unit to the sales depart 
ment, headed by Stanton G. Hale, vic: 
president for sales. Group sales directo: 
Don Coe will remain in that capacity, 
but will report to E. C. Danford, CLU, 
second vice president for sales. 

Administration, underwriting, claims, 
product development and other related 
matters in the Group area will continue 
to be under the supervision of Richard 
J. Learson, vice president for Group in 
surance, 


Union Mutual Holding 


Seminar For Cashiers 
\ four day seminar for the 47 cashiers 
of the Union Mutual Life is being held 
this week at the company’s home office 
in Portland, Maine. Cashiers from 
throughout the United States, Puerto 
Rico, Hawaii, and Canada will meet in 
Portland for four days of classroom 
instructions and discussions with various 
company executives and individuals con- 
cerned with the field office personnel 
Cashiers responsible for the ad 
ministrative duties of the company’s field 
sales offices. Purpose of the seminar is 
to bring the cashiers up to date on new 
company procedures and to acquaint 
them with the company’s approaching 
conversion to electronic data processing 
in mid-1962 
Distance traveled to the seminar seems 
to reflect the Maine firm’s growth 
Cashiers attending the Ist seminar in 
1948 traveled from Chicago to the West 
and Richmond, Virginia, to the South. 
This week, travel honors go to Janet 
Kashiwada of the Honolulu, Hawaii, office 
and Zaida de Lopez in the San Juan, 
Puerto Rico, office. The Maine firm now 
has offices located in 58 cities through- 
out the United States. 


are 


Conn. Mutual Liberalizes 
Aviation Underwriting 


Connecticut Mutual Life has again 
lowered some of the civilian aviation un- 
derwriting restrictions applied to private 
pilots. Liberalizations include a reduc- 
tion from 400 to 100 in the number of 
hours of solo flight a non-professional 
pilot flying less than 125 hours annually 
must have to qualify for insurance at 
standard rates. 

Also, pilots age 35 and over with at 
least 400 hours of solo flight can qualify 
for standard insurance if they fly less 
than 200 hours annually. 

Other changes include a reduction in 
the extra premium charged professional 
pilots engaged in crop dusting, inclusion 
of scheduled helicopter pilots under the 
rules for standard insurance applied to 
scheduled airline pilots, and acceptance 
of glider pilots under the underwriting 
rules for non-professional civilian flying. 


Troll St. Louis Manager 

Burton F. Troll has been named St 
Louis agency manager for Equitable 
Life of Iowa. A native of St. Louis, Mr. 
Troll commenced his life insurance career 
in 1951 as an agent for Prudential. In 


1956 he was named an assistant general 
agent in the St. Louis agency of Mas- 
Mutual. 


sachusetts 
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Welfare, Pension Plan 
Bill Gaining Favor 


ALL INS. PROPOSALS ADOPTED 


Departments of Labor and Justice Press- 
ing for Passage; House and Senate 
Committee Changes Disclosed 





The Labor and Public Welfare Com- 
mittee of the U. S. Senate recently re- 

rted S. 2520, a bill to amend the Wel- 
fare and Pension Plans Disclosure act 
enacted in 1958. A similar bill, HR 8723, 
was reported by the House Committee 
on Education and Labor on August 18. 
On September 6, an effort to bring the 
House bill to a vote under the “Rules 
Suspension” procedure failed to gain the 
necessary two-thirds vote. 

However, there was a_ substantial 
majority (244-161) in favor of the bill 

licating that it will clear the House 

and when it is brought to the floor 
under regular procedures. It now appears 
that the adjournment rush will prevent 
further consideration in the House this 
year. 

\ction by the Senate this year is still 
possible. Pressure for the bill by the 
\dministration is intense and emanates 
not only from the Department of Labor 
but also the Department of Justice. In- 
asmuch as this is the first session of the 
87th Congress, the bill will carry over 
into the 1962 session in its Status as of 
adjournment of the present session. 


Siegfried a Witness 


Testimony on behalf of ALC, HIAA 
and LIAA including certain recommended 
changes was. presented before both 
House and Senate Committees by 
Charles A. Siegfried, vice president of 
Metropolitan Life. The testimony was 
received with commendation by both 
0 

he House Committee as a result made 
she following changes: (1) The investi- 
gatory powers of the Secretary of Labor 
were effectively narrowed to preclude 
fishing expeditions and harassment. Also 
the Secretary before initiating an inves- 
tigation must request certification of 
plan report by an independent account- 
ant. (2) The time limit for insurance 
companies to report to the insured was 


ature, sample policy and rates. 


161 WILLIAM STREET 





JAMES R. GARRETT, 


Manager, Eastern A. & H. Department 


NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 





KERR-MILLS LAW SCORED 


Sen. Humphrey Calls Insurance Sanc- 
tioned Aid-to-Aged Program “Worst 
Kind of Fiscal Irresponsibility” 
Private insurance “unfortunately” can- 
not solve the health cost problems of 
the elderly, says U. S. Senator Hubert 
Humphrey of Minnesota in an article 
written for the Journal of the American 

Medical Association. 

He also says the Kerr-Mills aid-to- 
aged health program is the * ‘worst kind 
of fiscal irresponsibility.” Sen. Hum- 
phrey favors putting health care under 
social security. 

As to private insurance, he declares: 
“Premium costs are high because aged 
people are poor health risks. Policies 
are often canceled, cancellable or not 
available for people over 65. And for 
those who do have some kind of health 
insurance, protection is too often in- 
adequate or hedged about with restric- 
tive limitations. 

“A typical health policy for a person 
over 65 costs $6.50 a month but offers 
only $10 a day for 31 days in the 
hospital, a $200 maximum for surgery 
and a $100 maximum for other expenses. 
This premium is too high for the aver- 
age oldster whose monthly social sec- 





urity check is less than $75 and the 
benefits are certainly not adequate when 
serious, disabling, long-term illness 
strikes.” 

extended from 90 to 120 days. 

Other changes made by the House 


Committee included the addition of an 
Advisory Council, modification of the 
Administration request for more detailed 
investment reporting and the addition of 
a section providing that the “adminis- 
trator, officer or employe” who handles 
funds of a plan covered by the act shall 
be bonded. 

The Senate Committee, working from 
the House reported bill, made additional 
changes suggested by the three associa- 
tions: (1) ordinarily, plans covering 
fewer than 100 participants would not 
be required to report annually but only 
if the Secretary finds after investiga- 
tion that such report is “necessary and 


(Continued on Page 25) 





THE LATEST in Hospital Expense Coverage! 


Briefly described, the sales appeal of this National Casualty 
Co. plan of ours is its “do-with-what-you-like” CASH BENE- 
FITS feature. Just tell your prospect to buy weekly hospital 
income—benefits ranging from $50 to $150 a week, and explain 
that he can spend the money if he’s laid up any way he wants. 


Be sure to explain that he can also cover members of his 
family, ages 1 month to 64 years inclusive—that’s permissable 
at reasonable additional premium. 


This policy has many other “plus features” which we'll 
gladly tell you about. A phone call will bring you sales liter- 


INC. 


NEW YORK 38, N. Y. 








Sees Concern Over Rise 
In Health Care Costs 


WILLIAMS IN KANSAS CITY TALK 


Points to Public Acceptance of Major 
Medical Insurance and Its Signifi- 
cance; Praise for HIC’s Activity 


The American people are willing to pay 
more for their health services but they 
want to be sure that their dollars are 
being used efficiently, James R. Williams, 
vcie president and general manager of 
the Health Insurance Institute, said Sep- 
tember 16 in addressing the 1961 State 
Officers Conference of the American 
Academy of General Practice in Kansas 
City, Mo. “Increasing attention is being 
given to the rise in health care costs, and 
it is in this area that greater cooperation 
is needed between the providers of health 
services and those who help finance its 
cost,” Mr. Williams declared. 

The speaker pointed out that there 
recently has been a flood of reports 
on the cost aspects of health care which, 
indicates 


he said, public concern about 


the issue. “There is an uneasy feeling 
that the issue of cost control is some- 
how not being faced realistically.” 
Because health insurance is tied to the 
structure of modern health care 
it must be 


complex 
“flexible and responsive to 
changing needs and conditions,” Mr. 
Williams continued. He said many place 
great hope in this area on major med- 
ical insurance, which he called “the fast- 
est growing health insurance today.” 
Introduced ten years ago, it now covers 
31 million people, he declared. 

Mr. Williams said public acceptance 
of major medical insurance indicates 





i 
! n 
i 















744 Broad Street 









aciglizé, In 


~ x TRE OLD STATE HOUSE i 
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YOUR AGENCY IN NEW JERSEY IS: 


W. 5S. VOGEL AGENCY, 
State General Agent 


Phone Mitchell 2-4654 





“some significant public attitudes,” and 
elaborated : 


Significant Public Attitudes 


“First of all, it demonstrates that the 
American people want to pre-pay or 
budget or insure as much of their un- 
predictable health care bill as possible 
while still retaining the right to choose 
their type of health service. This conc -ept, 
it seems to me, underscores their prefer- 
ence for the traditional voluntary system 
both for provision and financing of care. 

“Tt illustrates, too, that people are will- 
ing to pay more for their health services 
—especially through a spread-the-risk 
device like insurance—precisely because 
medical science is responsive to their 
higher expectations for health and longe- 
vity. 

“The people, however, will retain this 
confidence only so long as they remain 
convinced that higher costs mean higher 
quality, and not inefficient, wasteful 
practice.” 

Mr. Williams said insurance com- 
panies “are ready and eager to work co- 
operatively with medicine toward stabil- 
izing medical costs.” He explained that 
the Health Insurance Council was set up 
to deal in a liaison capacity with the 
medical profession and hospitals, and has 
formed committees of insurance people 
in all 50 states to work on the local 
level with providers of health services. 
Council representatives have interested 
themselves in review committee arrange- 
ment and in the establishment of relative 
value schedules. 

He concluded by saying: “We believe 
these are healthy signs of cooperation 
between insurance and medicine that 
inevitably will lead to better service to 
the public. The more this kind of ac- 
tivity can be developed—and its impact 
brought home—the more confidence there 
will be in the capabilities of our volun- 
tary system to adjust to and meet the 
needs and expectations of the American 
people.” 


| NON CANCELLABLE 
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As Voice of the IAHU 





The Health Insurance Underwriter” 
Celebrating Tenth Year This Month 


By Sipney S. WHIPPLE 


The prime concern of any good editor 
is that his magazine “gets read His 
next concern is that his advertisers get 


their money's worth and are not simply 
“contributing to a good cause. 

\ magazine that is read and has been 
since its beginning ten years ago this month 
is the Health Insurance Underwriter. 
Edited in Chicago by energetic Bruce 
Gifford, this voice of the International 
Association of Health Underwriters 1s 


the largest circulated specialty maga- 
zine in its field ; 
Advertisers also get their moneys 


readibility 
tech- 
Says 


worth As 
an advertiser ol 
niques once pulled over 
Editor Gifford: 
The Goal: 
“We try to make the magazine as live- 
ly as possible. But by our very nature, 
we must carry some pretty heavy | 


testimony to its 
telephone selling 
300 leads 


Lively as Possible 


handed 
legislative and official association activity 
material. We try our best to make it 
as sprightly and interesting as possible 

but as you know this can be pretty 
tough.” 

The current August-September issue 
maintains HIU’s reputation for spright- 
liness. Through layout and _ pictures 
IAHU’s recent annual convention in New 
York is ibed in a fresh, interesting 
manner. 


McKinnon Was First Editor 


descr 


HIU got started in 1951 after break- 
ing its affiliation with the National Un- 
es Co. The first magazine was 
5%" x 4". The editor was Leonard 
Mc Apvtied of Flint, Mich., later to be- 
come president of IAHU. He was a board 
member at that time. Also at that time 


association’s executive 
Wes ley J. A. Jones 
director of A. & S. for Mutual Of New 
York. His successor was William G 
Coursey, who served until 1956, when Mr 
Gifford replaced him. Jay DeYoung was 
appointed controller to succeed Emerson 
Davis of Dallas by the then president 
Carl Ernst, North American L. & ( 

Minneapolis. Mr. DeYoung currently 


secretary 
resigned to become 





holds this same post 

During the years, the magazine ap- 
peared for a while with a brown covet 
-eventually went to red, then enlarged 
ts size in 1952 to the present form 


Mr. McKinnon edited the magazine until 
1952. Vaughn, Thain and Spencer, publi- 
cation consultants put the book out with 
3il1 Coursey as editor until 1954. James 
R. Cummings, a free-lance editor, took 
the job on and until Mr. Gifford 
came into the picture in 1956 

“I found my way to IAHU from the 
Health Insurance Association of Amer 
ica where I was assistant director of 
information.” says Mr. Gifford. “Prior 
to that I’d been news director of the old 
Health and Accident Underwriters Con- 
ference.” 

Before getting into 
Mr. Gifford was with the Waukegan 
News Sun, Waukegan’s WKRS radio 
station; the Associated Press, Stars and 
Stripes, State Department and Depart- 
ment of Defense in Europe. 

Still Fussing With Free Lance Stuff 

“T still fuss with some free lance stuff 
on the side,’ he told The Eastern Un- 
derwriter. “I’m editor of Ski Life maga- 
zine, Chicago Scene magazine, The Skier 

Glasgow, Scotland) and help put out a 
yachting and boating paper called the 
Mariner’s Mart. In the past I have done 


lasted 


insurance work 


some stuff for Modern Bride, Ebony, 
Playboy, Town and Country, etc.” 
His increased wimg responsibilities 


(President Paul Klein has just appointed 


him to six standing committees) now 


leave him little time for “moonlighting.” 
As HIU editor he has set down the fol- 
lowing policy and formula for the maga- 
zine: 
Writes Tight, With a Lot of Pix 
“We don’t try to compete in 
spot news with the weeklies. or 


other papers that have considerable news 
gathering resources at their disposal 


2. “We therefore try to run the best 
feature stuff on sales, industry, how 
to do it, etc. 

3. “We try to do some original inter- 


pretative reporting 
sues 

4. “We like columnists and have had 
some standouts: Bob Osler, James Bar- 
rett (from Washington), John Palmer 
(sales authority) and currently Ed Faulk- 
ner (reprinted Sept. 4 in The Eastern 
Underwriter). 

5. “We try to use a lot of pix. 
tight. Avoid other people’s reprints. Rewrite 
news releases. Like cartoons (four in 
the current issue). Go for such things 
as quizzes, queen contests, puzzles, essay 
competitions, and pictures of girls.” 

If you have an article you think the 
Health Insurance Underwriter can use 
you might like to know that the editorial 
board has been authorized to pay “a 
modest fee” for accepted manuscripts. 
Mr. Gifford however has two pet peeves: 

“1. The kind of new release that 
begins with the president of the Mineral 
Oil Mutual appointing Joe Blow. 2. The 
up-style of capitalization in vogue with 
most insurance companies may give the 
image of solid early colonial tradition, 
but it is no help to an editor.” 


every couple of is- 


Write 


Bruce Gifford—Lobbyist, 
Editor, Writer, Speaker 


Managing Director Bruce Gifford 
joined the International Association of 
Accident & Health Underwriters in July, 
1956. Prior to assuming his present posi- 
tion he served on the staff of the 250 
member company Health Insurance As- 
sociation of America as assistant director 
of information. He was also a_ vice 
chairman of the Health Insurance Coun- 
cil, an insurance industry organization 
providing information and technical as- 
sistance to doctors and hospitals. 

He started in insurance trade associa- 
tion work in 1952 with the Health and 
Accident Underwriters Conference, which 
was absorbed in the formation of the 
Health Insurance Association of America. 
He advanced from administrative assist- 
ant to news director while with the Con- 
ference. 

A native Chicagoan, Mr. Gifford is a 
graduate of Northwestern University and 
has studied at Universities of Zurich and 
Vienna. He is a member of Phi Kappa 
Psi and Sigma Delta Chi. 

Before entering the insurance field, 
was a correspondent in Austria ~hy a 
reporter and editor on the Waukegan, 
(1ll.) News Sun and radio station. After 
World War II he held foreign assign- 
ments in Austria. 

Mr. Gifford testified in Washington be- 
fore the House Ways and Means com- 
mittee opposing the Forand bill which 
would include hospital, surgical and med- 
ical benefits in social security legisla- 
tion. 





Characteristic of The Health deastunee 
Underwriter is its vigorous stand against 
social security financed medical care. In- 
surance agents are often badgered by 
well-meaning prospects who mistakenly 
believe companies are discriminating un- 


fairly against senior citizens. HIU helps 
its readers to set these prospects straight. 
While large segments of the U. S. 


Public are clamoring for a “damn-the- 


cost service” that could well bankrupt 
our Social Security System, Mr. Gif 
ford’s magazine serves as an essential 
vocal point for a loud but articulate 
minority. It is men like him who are 
turning this minority into a majority. 





BRUCE 
Keeping the Advertisers Happy 


GIFFORD 


Follmann Authors Monograph 
On Financing Hospital Care 


\ new monograph, “The Role of Insur- 
ance Companies in Financing Hospital 
Care,” by Joseph F. Follmann, Jr., of the 
HIAA has been published by the Health 
Insurance Council. This 45-page booklet 
is described as “A Source Unit on Health 
Insurance for Hospital Administrators 
and Faculty and Students of Hospital 
Administration.” It is being distributed 
to HIC state committeemen, who work 
in a liaison capacity with hospitals and 
the medical profession, as well as being 
promoted among persons concerned with 
hospital administration. 

Mr. Follmann, describes in the booklet 
the distinguishing characteristics of health 
coverages provided by insurance companies, 
methods developed by HIC to facilitate 
payments to hospitals, and concludes with 
an appraisal of hospital utilization, medical 
expenditures, and rising health care costs 
and their control. 
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Washington National 
Unveils New A.&H. Plan 


“LIFETIME MED. PROTECTOR GR” 





Program Introduced at Company’s 50th 
Anniversary Convention is Guaranteed 
Renewable for Lifetime of the Insured 





\ new concept in medical care insur- 
ance” was introduced by Washington Na- 
ional Insurance ‘Co. in conjunction with 
the company’s 50th anniversary conven- 
tion recently held in ‘Chicago. 

The “Lifetime Medical Protector GR,” 
guaranteed renewable for the lifetime of 
the insured, was released to the general 
azency field force for sale beginning 
September 1. A nationwide merchandis- 
ing and sales program has also gone into 
effect, i 

Paul W. Watt, company president, 
speaking of the new program, said: “This 
new concept in medical care protection 
proves once again that voluntary private 
insurance can provide comprehensive cov- 

age for American people of all ages— 
al ie on a basis which recognizes the dif- 
ferent needs and requirements of indi- 
viduals and their ability to pay.” 

The new program can be sold not only as 
Major Medical on a supplementary basis 
to a basic plan but also as a comprehen- 
sive medical care insurance program with 
deductibles as low as $50, depending 
upon the prospect’s needs. 

Features of Plan 

The plan offers such features as guar- 
anteed renewability for the lifetime of 
the insured, with the company reserving 

the right to raise premium rates by class; 
mental illness coverage including psychi- 
atric services outside the hospital; paid 
up coverage for dependent children when 
both parents die; and a guaranteed in- 
crease option allowing the insured to 
guarantee himself increased medical care 
insurance in the future without regard 
to his future evidence of insurability or 
that of his insured family members. 

A very comprehensive medical services 
schedule contained in the policy is keyed to 
a unit value which may have varying dollar 
amounts to suit the medical service costs 
ota particul: ir geographical area and the 
prospect’s particular circumstances. 

The introduction of this contract 


New Newark Agency for 
Citizens Life of N. Y. 


Citizens Life of New York has ap- 
pointed S. J. Merkin Life Associates as 


general agent in Newark, N. J. The 
agency is headed by Sanford J. Merkin 
who until recently was brokerage super- 
visor for ithe Dominion Life in Newark. 
Prior to that he was associated with the 
David Marks, Jr. Agency of New Eng- 
land Mutual Life in midtown New York. 

Philip H. Decter is brokerage super- 
visor of the Merkin Agency, the address 
of which is 800 McCarter Highway, New- 
ark. 


Harry O. Miller Named 


Harry O. Miller has been named man- 
ager of pension underwriting at Pacific 
Mutual Life, according to Group Vice 
President Darwin S. Liggett. Mr. Miller 
will now take responsibility for the un- 
derwriting, contract, issue and adminis- 
tration of Group pension plans. 

The new manager joined Pacific Mu- 
tual in 1959 after spending three years 
in private law practice in Wisconsin. He 
is a 1956 graduate of the University of 
Wisconsin Law School. He also earned 
his bachelor’s degree from Wisconsin, 
in history. 


Bankers National Dividend 


The board of directors of ‘Bankers Na- 
tional Life, Montclair, declared a 74% 
stock dividend payable on October 26 to 
stockholders of record at the close of 
business on September 26. 





aroused more interest and enthusiasm 
with the general agency field men attend- 
ing the recent convention than has any 
new item for many years, a company 
spokesman said. 

The Lifetime Medical Protector GR, 
now available, is a natural companion 
to the New Income Protector GR intro- 
duced May 1, 1961. With these two new 
guaranteed renewable contracts, Wash- 
ington National offers complete guaran- 
teed protection including income replace- 
ment and medical care costs for the 
whole family. 


LAA Meeting 


(Continued from Page 1) 


or shoo away our agents. We even pay 
the penalty when they buy insurance be- 
cause they don’t feel the excitement, the 
deep. value, of the whole idea of insur- 
ance.’ 

The speaker partly blamed company 
ads which, all too often, reflect cliches 
such as pompousness, legalism, stuffiness 
and lack concern with people and life. 
Despite installation X latest management 
procedures, automation, new mathemati- 
cal concepts, “when we go before the 
public as communications we insist on 
dressing in a celluloid collar, spats and a 
derby.” Mr. Wallace insisted that there 
are fresh things to say and meaningful, 
impact-ful ways of saying them, and he 
gave examples, such as “living insurance” 
adopted by Equitable Life Society some 
years ago.. 

Recommendations 


He recommended ways to relieve dull- 
ness with imagination in communications 
which he defined as “someone getting an 
idea across to someone else.” He 
stressed: “You must interest me; must 
capture my attention and hold it; win 
my agreement. How? You must add the 
vital imagination to your communica- 
tion. You must achieve relevance with a 
difference; must achieve relevance with a 
purpose is to make a customer of me, 
not to amuse me.” 

Summing up, Mr. Wallace listed seven 
deadly sins against communication and four 
cardinal virtues of good communications 
as follows: 

The sins: talking to yourself; always 
talking—never listening; talking without 
first thinking; dullness; talking in a for- 
eign language; saying too much to too 
many at once; saying nothing. 

The cardinal virtues: clarity, 
freshness, charity. 

The speaker closed by saying that 
“every insurance company should re- 
orient its point of view and realize that 
they are in business to market insur- 
ance.” This spirit should permeate the 
entire company organization. He pre- 
dicted that “when the marketing revolu- 
tion hits a business, everyone tends to 
keep one eye on the point of sale, be- 


brevity, 





angola sign of age 


Although we have 


engaged in providing valuable 


services to our policyowners for half 


‘a century, our philosophy is as modern as 
tomorrow. Still young in spirit, the past 50 





years have been but a beginning. 


We will continue to serve and satisfy our 


we have in the past. 


policyowners 1 in the future as well as 
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cause they feel they can all contribute 
to its success, Furthermore, it makes 
them feel more important.” 

Following the address by William A. 
Dobson of Opinion Research Corp. yester- 
day afternoon (reviewed on another 
page), a panel discussion on aspects of 
his talk was conducted by Harold U. 
3anks, Sun Life of Canada; Joseph M. 
Locke, Gulf Life; Hess T. Sears, Equita- 
ble of Iowa, and Francis M. Small, Pacific 
Mutual. President’s reception, held last 
evening, was an LAA social highspot. 


Thursday’s Headliners 


Program headliners today included 
Stanley Marcus, president, Neiman-Mar- 
cus, Dallas department store, speaking 
on “The Success Patterns of Person- 
alized Communications”; John I. Lippin- 
cott, Jr. general agent, Northwestern 
Mutual Life, Houston, on “Are You 
Listening ?” (reviewed on another page); 
Kenneth B. Skinner, vice president, 
Southland Life and LIAMA president, 
on “The Agent—The Hub”; and Edwin 
J. Faulkner, president, Woodmen Acci- 
dent & Life, on “Jargon and Communi- 
cations.” 

John L. Briggs, Southland Life vice 
president for public relations and adver- 
tising, LAA’s president, gave his annual 
report and L. E. Haood announced the 
award winners. This evening nine mag- 
azine media executives were hosts at a 
western “chuck wagon” dinner party 
which was delightful. 


Mrs. Jerry Doherty Killed 


Dallas—Jerry Doherty of Nationwide 
Mutual and his wife while en route to 
the advertisers association convention 
here were in an automobile accident, 
Mrs. Doherty being killed. 


1962 Meeting in D. C. 
The Association’s 1962 convention will 
be in Washington, D. C. at the Hotel 
Mayflower. 





Peterson Heads Claim Men 


White Sulphur Springs—Stanley L. 
Peterson, claim secretary, Aetna Life, 
is new president of International Claim 
Association. George F. Monks, New 
York Life, is now vice president of ICA. 





Federal Kemper Life 


The Kemper Insurance Group of Chi- 
cago has formed a subsidiary company 
called Federal Kemper Life Assurance 
Co., with capital and surplus of $1,000,000 
and principal office in Boston. 





G. F. GILBERT TO U. S. LIFE 








Joins Company as A. & H. Assistant 
Supt. of Agencies to Develop 
Pacific Area Business 

The United States Life has appointed 
George F. Gilbert as assistant superin- 
tendent of agencies for accident and 
health. In making the announcement, 
Gordon E. ‘Crosby, Jr., vice president and 
director < Pay roe said that Mr. Gil- 
— will be associated with Emory G. 
Bullis, nanatieaadens of agencies, A. & 
H., to further exp: and. and stimulate sales 
among the company’s general agencies 
in Pacific region. 


Mr. Gilbert’s appointment, which 
marks the first time the company has 
installed a resident A. & H. field man on 
the West Coast, is a result of expanded 
A. & H. activities in the Pacific region. 
Its staff now includes specialists for all 
three product lines—life, Group and A. 


& H. 


PRUDENTIAL ANNIVERSARIES 

Two Prudential district managers will 
observe anniversaries with the company 
during October. 

Anthony Del Prete, manager of the 
League Island district, in Philadelphia, 
will observe his 25th anniversary and 
Alexander McGillivray, manager of the 
Tarentum district, in ‘Natrona Heights, 
Pa., will observe his 35th anniversary. 
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IAHU Standing Committees Named 


Paul M. Klein, Mid-America 


Insurance 


Co. of Kansas City, president of 


International Association of Health Underwriters, announces the appointment of 
14 standing committees to serve in his administration until June, 1962. They met 


the first time last week at the La 
handed down and programs worked out 
mittee personnel: 


for 


Membership: Chairman John M. Forrest, Mu- 
tual of Omaha, Akron, IAHU vice president. 
Committee members: Robert S. Boyle, Accred- 


ited Insurance Associates, St. Petersburg, IAHU 


zone chairman for Florida; Gibson Wright, 


A FACT 


Salle Hotel, Chicago. 
at that time. 


Assignments were 
Following is a list of com- 


Wright Eau Claire, IAHU zone 
chairman for Wisconsin; Richard W. Michaels, 
R. W. Michaels Agency, Buffalo, IAHU zone 
chairman Western New York; Willis H. Ashley, 
Continental Casualty, IAHU zone 


Agency, Inc., 


Kansas City, 


You Can 


Stay Small 
or Grow Tall 


* If you’re aiming for sound, profitable agency 
growth, we want to talk to you. 


We want to show you how all the desirable 
results you’re seeking can be yours represent- 
ing a prospering company in the Combined 
Group. And that’s no empty promise. We’re 
talking about considerably more agency 
income, an expanded, fully trained and 
productive sales force, more community 
stature and recognition for your agency and 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 


chairman for Kansas and Missouri; Fred T. Van 
Urk, United Benefit Life, Philadelphia, IAHU 
zone chairman for Pennsylvania; Henry Levine; 
Washington National, Newark, IAHU zone 
chairman for New Jersey, Richard H. Dutwiler, 


National Casualty, Los Angeles, IAHU presi- 
dent-elect; Robert E. Demmons, Pan-American 
Life, New Orleans, IAHU zone chairman for 
Louisiana; Stanley Kelley, Bankers L. & C., 


IAHU zone chairman for Washington and Ore- 
gon. 

Associate Company Membership: Chairman 
Milton Rose, Paul Revere Life, Los Angeles, 
IAHU vice president. Committee Members: Mil- 
ton Josephson, Southland Life, Dallas, IAHU 
zone chairman for Texas; Richard C. Virtue, 


WELL KNOWN TO MOST GENERAL AGENTS 





its’ principals. Isn’t that what you want? 


We have the best Accident and Health 
merchandise, because AG& H is our business 
—our only business. And we have the proven 
formula to sell it in profitable volume. Find 
out how tall we can help you grow—by 
dropping a line today, on your letterhead to: 
Disability Division, Combined Insurance 
Company of America, 5050 Broadway, 
Chicago 40, Illinois. 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 


North American Co., for Life, 
Health, Oklahoma City, IAHU zone chairman 
for Oklahoma; Andrew K. Miller, Des Moin:s 
Casualty, Des Moines, IAHU zone chairman for 
Howard J. Rosan, Rosan Agency, New 
York City, IAHU zone chairman for New Yori; 
William A. Knight, Knight Insurance Agenc:, 
Cleveland, IAHU zone chairman for Ohio; Fay 
F. Cline, Travelers, Richmond, IAHU zone 
chairman for Virginia; F. Kenneth Stoakes, 
Loyal Protective Life, Los Angeles, IAHU chair- 
man of the board. 

Sustaining Membership: Chairman John J, 
Symanitz, Committee Members: J. W. Paull, 
Associates Life,, Detroit, IAHU zone chairman 
for Michigan; C. T. Tollefson, Mutual of 
Omaha, Fargo, IAHU zone chairman for North 
Dakota; Herbert K. Sloane, St. Paul H. & ©., 
St. Paul, IAHU zone chairman for Minnesota; 
Fred E. Dinehart, Metropolitan Life, Meriden, 
IAHU zone chairman for Connecticut; Morris 
Hack, Contimental Assurance, Baltimore, IAHU 
Maryland; L. J. Lewis, 
and Casualty, Rockford, IAHU 
F. Kenneth Stoakes. 

Legislation: Chairman E. H. O’Connor, In- 
surance Economics Society of America, Chicago. 
Committee Members: Richard C. Virtue; John 
M. Forrest; Herbert K. Sloane, Bruce Gifford, 
IAHU managing director, Chicago; Richard W. 
Michaels; Maurice Ausley, North American Co., 
Life, Accident and Health, 
IAHU zone chairman for Alabama. 


Accident ari 


Iowa; 


zone chairman for 
Life 
zone chairman for Illinois; 


Bankers 


for Birmingham, 
Education: Chairman W. Harold Petersen, 
Underwriters National Assurance, Indianapolis, 
IAHU zone chairman for Indiana. 
Members: Jay DeYoung, 
Oak Park, IAHU controller; 
Bruce Gifford; Henry Levine; 
Willis H. Ashley; 


Committee 
DeYoung and Asso- 
Gibson 
Milton 
Richard H. Dut- 


ciates, 
Wright; 
Josephson ; 
wiler. 
L.P.R.T.: Chairman C. Committee 
members: J. W. Paull; Jay DeYoung; Morris 
Hack; Emmet E. Brewick, Woodmen A. & L., 
Sioux Falls, IAHU zone chairman for South 
Dakota; L. J. Lewis; Andrew K. Miller. 
H.1L.P.A.: Richard H. Dutwiler. 
Committee Members: Howard J. Rosan; Gene 
Eucker, Mutual of Omaha, Omaha, IAHU zone 
chairman for Nebraska; Harry Rieders, Harry 
Rieders Agency, Burlington, IAHU zone chair- 
Wright; Fred T. 


Tollefson. 


Chairman 


man for 
Van Urk. 
Convention: 


Vermont; Gibson 
Earle Bennett, Provi- 
dent L. & A., Co-chairman Robert S. 
Boyle. Committee Members: Bruce Gifford; 
Henry Levine; John J. Symanitz; Frank Gabor, 
Gabor and Co., Miami. 

Credit Card: Chairman J. W. Paull. Commit- 
tee Members: Paul M. Klein; Howard J. Rosan; 
W. Harold Petersen; Gene Eucker. 

Gordon Memorial: Chairman John C. Burridge, 
National Underwriter Magazine, 
mittee Members: 


Chairman 


Tampa. 


Chicago. Com- 


Stanley Greenspun, Massach.- 


setts Casualty, Chicago; Albert H. Wohlers, 
Youngberg-Carlson Co., Chicago; Bruce Gifford; 
Jay DeYoung; Irving G. Wessman, America 
Fore Loyalty Group, Chicago; W. C. Cornett, 


The Prudential, Newark. 

Publicity: Chairman Fred T. Van Urk. Com- 
mittee Members: Emmet E. Brewick; W. Harold 
Petersen; Maurice Ausley; Gene Eucker; Rich- 
ard A. Myers, Bankers L. & C., Aurora, IAHU 


zone chairman for Colorado; Bruce Gifford; 
Henry Levine, Washington National, IAHU 
zone chairman for New Jersey. 

Public Relations: Chairman Maurice Ausley. 
Committee Members: Harry Rieders: Bruce 
Gifford; William A. Knight; Robert E. Dem- 
mons; J. W. Paull; Howard J. Rosan. 


Memorial: Chairman Fay F. Cline. Committee 
Members: Fred E. Dinehart, Robert S. Boyle; 
John J. Symanitz: Richard A. Myers. 


Libby Foundation: Chairman E. J. Coffey, 


Mutual of Omaha, Portland. Committee mem- 
bers: Bruce Gifford; Jay DeYoung; Paul M. 
Klein; John J. Symanitz. 


Ohio Nat'l Life Holding 
A. & S. Expansion Meetings 
Ohio National Life has begun a series 

of area meetings throughout the United 

States to review recent expansions in 

the company’s accident and_ sickness 

coverage. 

Thirteen meetings will be conducted 
by home office and division executives to 
introduce the company’s new major med- 
ical coverage, accident and sickness plans 
for women, new sales material, and 
planned national advertising. 
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NEW DUTIES FOR BECK OCT. 1 
Former Leading Producer For Conn. 
General’s H. O. Agency Now Federal 
L. & C. Senior V. P. 

\s reported in our September 18 issue, 

_ ster F. Beck, CPCU, CLU, has been 
«med a senior vice president of Federal 
fe & Casualty. Mr. Beck will have 
secutive responsibility for the com- 
ny’s expanded agency department pro- 
im and will actively assume his duties 

‘tober 1. 

Before joining Federal, Mr. Beck was 
leading producer for the home office 
-ency of Connecticut General Life. 
reviously he had served in executive 
capacities with The Travelers and Com- 
‘rcial Credit Co.’s Insurance Group. 
Specializing in business and personal 
estate analysis and planning with Con- 
necticut General since 1950, Mr. Beck 
sold over $8,000,000 of life insurance. He 
a 


Anmawrsake 


lso sold individual accident and health 
and group insurance, pensions and fire, 
marine and casualty insurance, and mu- 
tual funds. 

With The Travelers Mr. Beck served 
as secretary of the compensation and 
liability department and as an assistant 
superintendent of agencies, all lines. 

During World War II, he was with 
both Army Ordnance and the Navy De- 
partments in Washington, D. C. in legal 
and administrative capacities. He organ- 
ized and served as chief of the insurance 
section, Legal Division of Army Ord- 
nance and the Central Insurance Divi- 
sion in the Office of Procurement and 
Material of the Navy Department. In 
such capacities he and his associates 
supervised the purchase by government 
cost-plus contractors of casualty, fire, 
marine, bonds and group insurance. 

Mr. Beck was an assistant counsel of 
the National Board of Fire Underwriters 
from 1935-38, where among other ac- 
tivities, he aided in the dissemination of 
information concerning the impending 
social security laws through Underwriters 
Security Service. As counsel thereafter 
of the National Automobile Underwriters 
Association, he participated in the prepa- 
ration of the standard automobile policy 
for use by all companies in every state. 

Following admission to the Illinois Bar 
in 1930, Mr. Beck served as a trust 
officer with Chicago trust companies. 
He was graduated from University of 
Chicago Law School with a J. D. degree 
in 1930. He received his B. A. degree 
from Beloit College, graduating magna 
cum laude in 1927. His formal insurance 
training includes attendance at Travelers 
agents’ training schools in life, health, 
fire and casualty lines, the Connecticut 
General Life’s career agent’s training 
course and attainment of membership in 
the Society of Chartered Property and 
Casualty Underwriters (1948) and The 
American Society of Chartered Life Un- 
derwriters (1952). He has served the 
local chapters in Hartford of both of 
these professional organizations as pres- 
ident, member of the board of directors 
and in other official capacities. He is a 
member of Phi Beta Kappa, Phi Kappa 
Psi and Phi Delta Phi fraternities. 


Welfare Plan Gaining 


(Continued from Page 21) 


appropriate to carry out the purposes of 
the Act.” (2) In addition to the fore- 
going the Secretary of Labor is directed 
to prescribe simplified reports for plans 
for which in view of their size a detailed 
report might be unduly burdensome. (3) 
The bonding provisions were modified 
to make it clear that bonds would not be 
required of those ‘handling a firm’s as- 
sets but only those handling funds which 
have become “clearly identifiable as 
funds or property of the plan.” This 
should make it clear that bonding will 
not be required where the employer 
makes periodic payments to an insurer. 

Commenting on the bill, The Health 
Insurance Association of America News 
Letter said: “The legislation is greatly 
improved over the original bills and it 
is noteworthy that all of the suggestions 
pressed by the insurance business were 
adopted.” 


Hospital Executive to Address 
N. Y. Club’s Meeting Sept. 28 


The Accident & Health Club of New 
York will hold its first fall meeting 
September 28 at the Vanderbilt Hotel, 
Park Ave. at 4th St., New York, in the 
Park Avenue room. 

Guest speaker will be Philip W. Sulzer, 
manager of patient’s account, Columbia 
Presbyterian Medical Center, New York, 
whose topic will be “Problems in Con- 
nection with Hospital Charges, Services 
and Assignments.” He will be introduced 


by Andrew Borden, Metropolitan Life, 
who is the A. & H. Club’s first vice 
president. 

Consideration at the meeting will be 
given to change in the club’s name. The 
executive committee of the club has 
voted to submit to the membership the 
new name, “Health Insurance Club of 
New York” in keeping with the recom- 
mendation of the AARI’s committee on 
social insurance terminology to drop “A. 
& H.” and A. & S. from association and 
club names. 

A social hour will precede the dinner. 





Woodmen A. & L. Manager 


C. W. Faulkner, vice president and di- 
rector of agencies, Woodmen Accident 
and Life, Lincoln, Nebr., has announced 
the appointment of Bill Beaty, Tulsa, as 
agency manager for the company’s east- 
ern Oklahoma territory. 

Mr. Beaty entered the personal insur- 
ance business in 1957. He has been as- 
sociated with The Prudential. Since he 
entered the insurance business, he has 
served as agent and manager in the 
Tulsa area. He is currently vice presi- 
dent of Tulsa Life Underwriters Assn. 
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CONTINENTAL'S RETROSPECTIVE RATING PROGRAMS 
CAN HELP STOP RUNAWAY PREMIUM COSTS 


LARGE COMMERCIAL 
AND INDUSTRIAL ACCOUNTS 
LIKE THIS MODERN APPROACH 


More and more large companies are obtaining sig- 
nificant premium savings through Continental’s 
flexible underwriting approach in the application of 
retrospective rating plans, in a wide range of cover- 
ages, including workmen’s compensation, automo- 
bile liability, automobile physical damage and gen- 


eral liability insurance. 


Continental has unique experience and strength 
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Companies using Continental’s retrospective rating plans in- 
clude leading firms in aviation, construction, distilling, manu- 
facturing, oil, packing, publishing, transportation, and utilities, 
as well as many other industries and various government units. 


in retrospective ratings. Technical experts and spe- 
cialists in the home office and in the field are readily 
available to work with you and your clients. 

Let us show how Continental’s depth of know- 
how can assist you in developing retrospective rat- 
ing proposals for sizable accounts. See your nearest 


Continental agent or branch representative ... or 


fill out the coupon below. 











poc-c- rrr 
| . 

| Continental Casualty Co. © »%2 
| Room 2802, 310 S. Michigan Ave., Chicago 4, Illinois 

| 

(J Please send full details on Retrospective Rating Plans. 

C] | am interested in an agency or brokerage appointment. 

NAME 

ADDRESS 

CITY. ZONE STATE 

L 





The Eastern Underwriter 








September 25, 





Philippines Honor Starr 
The P 


ferred upon Co 


hilippine Government has con 


rnelius V. Starr that na- 





tion’s Legion of Honor award with the 
rank of Commander. This decoration 
was given in Manila by the President 
of the Republic ~ the Philippines, Carlos 
P. Gar rcia, he occasion being the dedica- 
tion Pl ilamlife Building in Manila, 
sae office of the Philippine American 
Life Insurance Co., an affiliate of Ameri- 
can International Underwriters, world- 
wide rganization, former chairman of 
which was Mr. Starr 





President Garcia Conferring Legion of 
Honor Award upon Cornelius V. Starr. 


citation given to Mr. Starr was 
and major contributions for 
substantial skills to the economy of the 
Republic of the Philippines “bestowing 
a sense of security upon, and thereby 


The 
for constant 





stimulating initiative among hundreds 
of thousands of our citizens, and at the 
same time mobilizing large capital re- 
sources for the use of other investors in 
productive enterprise.” 

The President also eulogized Mr. 
Starr’s “impressive economic cooperation 
among the diverse nations of the free 
world, manifesting confidence in the 
nation’s future by returning earnings to 
further productive investment in the 
economy, initiating and employing a pol- 


icy of training and employing Filipinos 
to assume major executive positions; and 
for carrying on the best traditions of 
Filipino-American friendship.” 


Ground work on the Philamlife’s build- 
ing began four years ago. More than 
2,000 people worked on the project dur- 
ing the four years of construction 
Modern in design the building’s most 
distinctive features include the exterior 
perimeter curtain wall and sunscreen. 


The curtain wall is made of anti-glare, 
heat-absorbing, gray-tinted glass sheets 
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anodized aluminum 
is surrounded by a 
made of aluminum 
holding in place a 


mounted on airtight 
frames. This, in turn, 
sunscreen which is 
mullions and pipes 
protective horizontal network of gray 
alumnium sun buffets. Interior lighting 
is diffused through suspended corregated 
plastic sheets, which also distribute the 
conditioned air. 

On one side of the building is a domed 
779-seat auditorium. As Philamlife’s con- 
tribution to cultural, educational, civic, 
and social development, it will be avail- 
able to groups interested in these facets 
of Philippine culture. Sweeping 132 feet 
along the auditorium’s walls is a wooden 
mural depicting the country’s history 
beginning with the old legend that man 
sprang from a split bamboo. Designed 
and intricately carved on rose narra hard- 


wood, it is backed with gold-colored 
accoustical material which, with the 
carved wood, helps make possible the 


accoustical perfection which has been at- 
tained. It is the creation of Lepanto 
Crafts, Inc., and was designed and carved 
by Jose P. Alcantatara, Filipino sculptor- 
artist. 

Mr. Starr admitted to the Cali- 
fornia and U. Federal bar associations 
After serving et a machine gun bat- 
talion in World War I he began to 
attract attention in the Far East as an 
insurance man of foresight, imagination 
and vigor. Beginning in Shanghai he 
built up an exceedingly large insurance 
organization. In 1919 he organized the 
American Asiatic Underwriters in Shan- 
ghai and in 1921 the Asia Life of Wilm- 
ington, Del., now the American Life 
Insurance Co. In 1926 he organized the 
American International Underwriters 
which conducts the home-foreign insur- 
ance operations of a number of Amer- 
ican fire, marine and casualty companies 
while its associate company, American 
International Underwriters Overseas, Inc., 
Bermuda, supervises their worldwide 
operations abroad. 


yd yas 


Among those at the dedication of the 
Philamlife Building were Mrs. Garcia, 
wife of the President of Philippines; 
William S. Youngman, chairman of 
American International Underwriters, 
and Earl Carroll, president of Philip- 
pines American Life 
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Donovan of New York City 
Board of Education 

James B. Donovan of 

Donovan, New York lawyers who have 

many clients in the insurance industry, 

is one of the nine civic leaders appointed 

by Mayor Wagner as members of the 


Watters and 


city’s board of education. They succeed 
a board which has been under heavy 
criticism because of scandals or run- 
down condition of the city’s public 


schools. 


A graduate of Fordham College and 
Harvard Law School Mr. Donovan en- 


tered the Navy as an ensign in 1943 and 


rose to the rank of full commander. He 
was the bar association selection in the 
recommendation of a lawyer to defend 
the Russian spy, Col. Rudolph Ivani- 
vitch Abel. At the Nuremberg trial of 
Nazi war criminals Mr. Donovan was in 
charge of visual evidence. He lives in 
3rooklyn. 
+ * * 


Post’s Story About a Widow 


“Now I Walk Alone,” the story of a 
35-year-old mother of six telling how 
she has faced widowhood published in 
the Saturday Evening Post of Septem- 
ber 16 turned out to be one of the 
best arguments for life insurance which 
has been written. It also throws light 
on the large number of widows with 
young children. “No matter how paralyzed 
with grief you are, you should never 
abandon your role as head of the fam- 
ily,” she said to The Post. “The too- 
good son or daughter who takes over the 
family is experiencing a mixed up child- 
hood which will give him trouble later.” 

The widow is Mary Coit who lives in 
Needham Heights, near Boston. Her 
husband, who worked on an airborne 
radar system, was told that he had an 
incurable disease. He took time to teach 
his wife how to file an income tax return, 
where the valuable papers were put away, 
and how to make out a_ budget. His 
medical bills came to more than $7,000, 
80% of which were paid by an insurance 
major medical plan. The wife had com- 
plained about the cost of the premiums 
on a life policy which her husband had 
purchased, but when he died proceeds 
of his insurance helped her to continue 
her style of living. 

The article called attention to the fact 
that more than 400,000 American women 
raise families alone because their hus- 
bands die early. 

Mrs. Coit was 
story by Don 
writer, 


telling the 
professional 


assisted in 
Murray, a 


* * * 


When FBI Man Is Murdered 

When a special agent of FBI was 
killed in a gun battle by an ex-convict 
wanted for murder in California, the 
agent’s widow received $23,805 in lump 
sum benefits. It was divided in this way: 





Special Agent’s Insurance Fund $10,000 
Charles S. Ross Fund 1,500 
Special Agents Mutual Benefit 

Association 5,000 
Accrued Annual Leave and Un- 

paid Salary 3,294 
Funeral expenses paid by the 

Bureau of Employes’ Compen- 

sation 400 
Civil Service Retirement Refund 3,711 


In addition, under the Federal Em- 
ployes’ Compensation Act, the widow and 
her three children will receive compensa- 
tion payments of $6,300 a year 


* * * 


FBI Historical Book 

Don Whitehead’s history of Federal 
Bureau of Investigation and how it 
triumphed over the worst enemies of 
the nation when they were on murder 
rampages which fin lly resulted in arous- 
ing an insistent demand for justice is 
now out in paperback coverage. In brief, 
it can be purchased for 50 cents. In 
writing the book Whitehead had the 
complete cooperation of FBI director J. 
Edgar Hoover and all members of the 
Department of Justice. 

It was Calvin Coolidge who is respon- 
sible for the FBI winning back public 
confidence. Situation facing him was the 
fact that FBI in the Harding administra- 
tion, when Henry M. Dougherty was At- 
torney General, had reached such a low 
ebb in morale, corruption and accom- 
plishment in public’s interest that Con- 
gress wanted it abolished. Coolidge per- 


suaded Harlan F. Stone to accept the 
appointment of Attorney General. 
Born in New Hampshire Mr. Stone 


had been dean of Columbia University 
School of Law. His reputation for 
decency, integrity and high public spirit 
won the approval of Congress and made 


















On School Board 





JAMES 


B. DONOVAN 


his approval by the Senate an easy matter. 

Mr. Stone appointed J. Edgar Hoover, 
a young assistant in the Bureau, as its 
head, stood behind Hoover’s decisions 
and a housewarming in the Bureau fol 
lowed. Its greatest successes came in 
battles with the nation’s chief enemies: 
the hoodlums and murderers who had 
piled up incomes of hundreds of thou- 
sands a year by flaunting the Prohibition 
Act; the rescue of Veterans Administra- 
tion from crooks who were running it; 
the breaking of power of the Ku Klux 
Klan, and recovery of public lands which 
had been stolen or obtained through 
collusions with public officials and others 

During World War | the FBI had a 
very successful and widely admired ad 
ministration when its director was A. 
Bruce Bielaski, who later became head 
of the arson bureau of National Board 
of Fire Underwriters. 

» 7 * 





History of Fingerprints 
Considerable space in Whitehead’s 
FBI book is devoted to fingerprints and 
how it has much valuable 


been of as- 
sistance in the identification of criminals. 
Centuries ago, men recognized the 


distinctive patterns in fingerprints. In 
ancient China, a thumbprint in clay 
served as an identifying seal. Finger 
prints were placed on early Chinese and 
Japanese legal p csatests Kings and 
oa potentates used fingerprints as 
seals. A clay tablet in a British museum 
tells the story of a Babylonian officer 
ordered to seize property, make arrests 
and obtain the defendants’ fingerprints. 

Perhaps the first practical use of fin- 


gerprints in the United States was in 
1882, when a geologist working in New 
Mexico placed his fingerprint on_ his 


orders and then signed his name across 
the print to guard against forgeries. 

3ut the method of criminal identifica 
tion which first came into popular use in 
Europe and the United States was the 
system devised in the 1880’s by Alphonse 
Bertillon, a Frenchman. The Bertillon 
system was based on complex body 
measurements, such as the length and 
width of the head, the length of the 
left foot, left forearm, left littie finger, 
and so on. Measurements were filed 
along with photographs of the subject 
The scientific principle was that no two 
people are alike in their measurements. 

The Bertillon system began to lose 
popularity because of mistakes it made in 
recording identification. This led to the 
fingerprint system beginning to make 
gains in popularity. New York Stat 
adopted it for Sing Sing in 1903 and then 
some other prisons found it invaluable. 

(Continued on Page 37) 
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Carla Insured Losses 
May Exceed $70,000,000 


FIRST ESTIMATES ARE LOWERED 





Nearly 1,000 Adjusters in Stricken Areas 
Are At Work; Will Take Several 
Weeks for Complete Figures 





nsurable losses in Texas resulting from 
hurricane Carla may not be as extensive 
as first expected, according to F. Darby 
Hammond, executive director of the 
Southwestern Insurance Information 
Service. He said that reports from many 
adjusters on the scene in the stricken 
area indicate that estimated insurance 
losses may not be too severe. 

“Estimates of insurable losses were 
first pegged at around $125 to $150 mil- 
lion dollars, but after long, weary hours 
of investigation by adjusters and claims 
personnel on the scene, we think the 
losses will not be that high. Some ad- 
justers estimate the loss at $100,000,000, 
but most of those contacted say insur- 
ance losses will be no more than $70 -to 
$85 million dollars,” Mr. Hammond said. 

“Complete facts and figures on total 
insurable damage will not be known for 
several weeks or even months. 


Independent Adjusters Handle 
40,000 Losses 


The executive offices of the National 
Association of Independent Insurance 
Adjusters announces that its catastrophe 
storm office at the Shamrock-Hilton 
Hotel, Houston, Texas, has completed 
surveys relative to member loss assign- 
ments and manpower needs. It appears 
that about 25,000 losses in the greater 
Houston area will be handled by N.A.I.- 
I.A. adjusters and about 15,000 more on 
the gulf coast. 

The catastrophe office opened Sep- 
tember 13 and has been manned by the 
National’s president, H. B. Wellborn of 
Hattiesburg, Miss.; Ralph Clement, Jr., 
Atlanta, the chairman of the catastrophe 
committee and D. E, Johnson, Oklahoma 
City, Southwestern representative to the 
committee. 

The Houston office reports it is in close 
liaison with the National Board of Fire 
Underwriters, Mutual Loss Research 
3ureau, New England Association of 
Mutual Insurance Companies and_ all 
southwestern N.A.I.I.A. members. Ample 
manpower is available and additional 
qualified volunteers are being ertee 
to the catastrophe office from N.A.LLA. 
Chicago headquarters. 

The National Board of Fire Under- 
writers has opened a supervisory office 
in Houston to expedite the payment of 
losses by participating companies. A 
second office was opened in Galveston 
after it was possible to enter that area. 
It had been originally planned to open 
one supervisory office in Galveston but 
the damage caused by Carla’s side winds 
in the Houston area made it necessary 
for the National Board to maintain two 
offices. 

Independent and company adjusters 
now in the area bring to approximately, 
1,000 the number of adjusters prepared 
to handle the losses caused by Carla. 
This figure does not include clerical or 
supervisory personnel now on the scene 
and en route from all sections of the 
nation. 

Kemper Disaster Office 


The Kemper Insurance group opened 
a disaster claim office on September 12 
in Houston to speed settlement of losses 
sustained \by its east Texas policyholders 
from Hurricane Carla. For some years 
the Kemper group has had a disaster 





Norwich-Union Group 
Staff Changes Made 


SECRETARY OWEN .TO RETIRE 





DeGray, Presently Controller, Will Suc- 
ceed Him; Ochs Supt. of Personnel; 
Miss Pilky, Plis Advanced 


John Newlands, U. S. manager and 
president of the Norwich-Scottish Group, 
announces the following changes: 

Thomas E. Owen, secretary and as- 
sistant secretary of the companies, will 
retire effective December 31 after serv- 
ing for over 42 years. He will be suc- 
ceeded by Robert J. DeGray, presently 
controller. Joseph F. Ochs, special agent 
for the companies in Massachusetts, 
Vermont and New Hampshire, has been 
transferred to the Hartford office and will 
assume the duties of superintendent of 
personnel effective immediately. Alda 
O. Pilky has been appointed purchasing 
agent and Joseph F. Plis is now casualty 
supervisor. 

Mr. Owen, a native of Hartford, en- 
tered the employ of the Scottish Union 
and National in June, 1919, and has served 
in the accounting division during his 
entire length of service. He progressed 
steadily through all stages of account- 
ing functions, advancing to chief ac- 
countant and in 1948 was appointed as- 
sistant secretary of the Scottish Union 
and elected secretary of the American 
Union of New York in which position 
he was in charge of financial and ac- 
counting matters for the group. 

Upon merger of the Scottish Union 
Companies with the Norwich Union Com- 
panies in 1960, he was appointed as- 
sistant secretary of the Norwich Union 
Fire and elected secretary of the Eagle 
Fire New York. 





Summaries of Careers 


Mr. DeGray is a graduate of the Wind- 
sor Public Schools, Hillyer College 
(Evening Division), the International 
Accountants Society and Dale Carnegie 
Management Development Course. He 
was employed by the Scottish Union and 
National in 1935 as a clerk in the ac- 
counting department and served in vari- 
ous positions until appointed statistician 
in November, 1954 and controller in Jan 
uary 1957. 

Mr. Ochs joined the Norwich-Scottish 
Group in 1958 as special agent after 
serving in various capacities in other 
companies. Miss Pilky joined the com- 
pany in 1942 in the inland marine depart- 
ment and for the past three years has 
served as assistant purchasing agent. Mr. 
Plis was employed in 1954 and has served 
in various capacities in the underwriting 
and production departments. 


CORNELIUS O’DONNELL DIES 

Cornelius W. O’Donnell, insurance man 
of Albany, N. Y., died September 9. He 
was a field representative for various 
companies. 





claim program, which goes into _opera- 
tion any where in the country immed- 
iately upon news of hurricane or dis- 
aster. 

R. G. Rowe, deputy chairman of the 
companies and manager of the Kemper 
claim department, announced that all 
claims are being settled as quickly as 
practicable by adjusters operating in the 
disaster areas. Resident claim men are 
working with others who have been 
moved in from out of state cities, in- 
cluding Chicago, San Francisco, Louis- 
ville and Little Rock. 








Successful Company-Agent Team Plan 


Outlined by Perce of Atlantic Cos. 


‘Companies and agencies cannot afford 
arguments and recriminations if the 
American Agency System is to meet and 
overpower direct writer competition, 
Robert M. Perce, vice president of the 
Atlantic Companies, said before the 33rd 
annual meeting of the Oregon Associa- 
tion of Insurance Agents. Mr. Perce 


stressed that through a company-agency 
team effort, with consultation and respect 
for each other’s problems and ideas, di- 


ROBERT (M. PERCE 


rect writer competition can be met firmly 
and rapidly. 

Independent moves on the part of com- 
panies or agents have not been, and can- 
not be successful, he pointed out and 
stated that, “we have been surprised, 
and have surprised each other, so often 
with abrupt moves and countermoves 
that we're getting numb.” 


What Companies Must Offer Agents 

Mr. Perce said that all first rate com- 
panies must offer the agent such basic 
tools as financial strength, integrity, 
good reputation, a fair claim policy, etc. 
But, he pointed out that in addition 
agents should look for companies that 
have these qualities: 

Professional approach—they may use 
young fieldmen, but they should be 
trained and cap able of Pe tia a man’s job. 

Practical imagination—they should be 
capable of using constructive devices to 
solve complicated problems or to reduce 
the expense of operations. 

Flexibility—they should have the abil- 
ity to depart from tradition if the need 
warrants. 

Competitive—they should offer policies 
which are both salable and competititvely 
priced. 

Fair—they should have an economically 
sound commission scale that is fair to 
both parties and a reasonable under- 
writing approach that does not make the 
company either a dumping ground or too 
hard to place policies with 

Helpful—they should offer a full line 
of sales aids and a complete training 
program. 

Promotionally minded — they should 
work with the agents and industry to de- 
velop sound promotional policies and 
support the field forces with a compre- 
hensive advertising program. 

Mr. Perce further stated that the com- 
panies should only do business with pro- 
fessional agents and pointed out, “the 
part-timer, the amateur and the influence 
peddler do not do a good job for the in- 
suring public and every poor job hurts 
us all.” 

Agents must also contribute to this 
team effort, Mr. Perce pointed out and 


_ suggested that they could contribute in 





the following manner: 

By working to improve the business 
climate—this can be done in their state, 
community and association; and should 
lead to the establishment of rules and 
laws which are favorable to free compe- 
tition. 

By working to raise efficiency—they 
must see to it that their offices are both 
efficient and economically run. 

By seeing to it that their‘ office em- 
ployes and associates are all doing their 
job and that they have the skills for a 
real team effort. 

By checking up on themselves and 
making sure that they spend part of 
their time “keeping up.” 

Citing the Atlantic Companies’ sem- 
inars as an example of what can be done 
when the agent and company sit down 
and work out their problems together, 
Mr. Perce said that literally dozens of 
productive ideas and opinions have come 
from the regional seminars and have 
been put to use. 





Patten and Irvine GAB 
Asst. General Managers 


Andrew W. Patten and Robert F. 
Irvine have been appointed assistant 
general managers in the Eastern dep irt- 
ment of General Adjustment Bureau, 
Inc. Mr. Patten was previously man- 
ager of the fire division and Mr. Irvine 
was executive manager, Eastern depart- 
ment. Mr. Patten has been a member of 
the GAB staff for 24 years. He joined 
the bureau at Scranton, Pa., in 1937, 
after studying architec tural engineering 
at Penn State Univers ity. 

Mr. Irvine has been a member of GAB 
and a predecessor organization for 33 
years. He joined the Western Adjust- 
ment and Inspection Company in 1928 
at Grand Rapids, Mich., one year after 
he was graduated from Ohio State with 
a B.S. degree. 


DuBain Inland Missine 
V. P. of Fireman’s Fund 


Myron DuBain has been elected vice 
president of Fireman’s Fund Insurance 
Co. He will assume full responsibility 
for the nationwide inland marine opera- 
tions of the company. 

Mr. DuBain is a graduate of the Uni- 
versity of California. After serving as a 
lieutenant in the U. S. Navy during 
World War II, he joined Fireman’s Fund 
in 1946 and was assigned to the marine 
department in San Francisco. 


U. S. Fire Losses Up 2% 


Estimated fire losses in the United 
States during August amounted to $91,- 
633,000, the National Board of Fire Un- 
derwriters reports. This loss represents an 
increase of 1.8% over losses of $90,037,- 
000 reported for August, 1960, and a de- 
crease of 1.6% under losses of $93,113,- 
000 for July of this year, according to 
Lewis A. Vincent, general manager. 

Losses for the first eight months of 
1961 now total $819,763,000, an increase of 
9.7% from the first eight months of 1960, 
when they amounted to $747,006,000. 


Mrs. Sanford, Sr., Dies 

Mrs. Mabel Clow Sanford, 82, chair- 
man of the board of the New York City 
insurance brokerage firm of Smyth, San- 
ford & Gerard, Inc., died September 15 
in Mountainside Hospital, Montclair, 
N. J., after a brief illness. Mrs. San- 
ford was born in New Brunswick, N. J., 
and was the widow of G. Foster Sanford, 
Sr., former president of the brokerage 
firm and a former head football coach 
at Rutgers University. He died in 1938. 

Surviving Mrs. Sanford are a daughter, 
Mrs. Richard K. Thomson; a son, G. 
Foster Sanford, Jr.; six grandchildren 
and five great-grandchildren. 
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Manhattan-Guarantee 
Eastern Dept. Changes 

HEINDEL IS PROMOTED TO MGR. 

Saal Becomes Aedistent Manager at 


Home Offices in New York; Heindel 
20 Years With Group 





Advancement » top executive posts 
in the Eastern department of The Man- 
hattan-Guarantee Insurance Companies 
is announced by President Trescott A 
Long. Russell P. Heindel is promoted to 
manager, with Fred C. Saal as assistant 
manager. Both are vice presidents of the 
two American companies which are at- 


filiated with the London Assurance. Mr. 
Heindel, who is a director of the Guar 
antee, also has been elected to the board 
of the Manhattan. Mr. Saal will con- 
tinue as production manager for the East 
ern department 

Manager Heindel joined the London 
Assurance organization 20 years ago as 
a inosial 2 gent at Detroit. Subsequently 


he eeed. as state agent for Michigan, 
and manager of the north central office 
at Lansing. In June, 1959, was ad- 
vanced to assistant manager of the East- 
ern department - New York. 

A native of Midland » Mich., Mr. Hein- 
del entered insurance in his home state 
in 1925. He is president of the 
Michigan ( miso As- 
sociation, and wees headed the Mi- 


past 


Capital Stock 


chigan Pond of Blue Goose 
Assistant Manager Saal, a native of 
New York City, started his insurance 


career in 1940 with the Great American 
Group. Following military service, 1942- 
45, as a captain in the U. S. Army Air 


Force, he became an underwriter for 
he London Assurance. He advanced to 
special agent in 1948, and was appointed 
Indiana state agent a year later. In 
1951, Mr. Saal was brought back to the 
New York office as agency manager 
four years later becoming assistant sec- 
retary. He was named production man- 


ager in 1958 


MYRON R. KENNEDY’s NEW POST 


Myron R. Kennedy has joined Old Se- 
curity Casualty of Kansas City as field 
representative and assistant sales man- 
ager, after four years of midwest field 


experience 


Through the years since 1799- 
gents pleas 
with the friendly cooperatic 
f Pro 


have been 
viadence Washingtor 
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WASHINGTON 
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L. J. Abbott Wins Ehre’s Plaudits 
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In the picture above Leo J. Abbott, resident secretary of the Buffalo Insur- 
ance Co. for western and central New York, is being congratulated by Victor T. 
Ehre, president of the company. The occasion was the recent banquet at the 
Buffalo Athletic Club at which the Western New York Department of the Buffalo, 
winners in the President’s cup contest, celebrated their victory. 





He is a graduate of 
Kansas. 

Old Security Casualty, which special- 
izes in automobile physical damage, is 
an affiliate of Old Security Life. 


University of 


Star Senden for N. Y. 
Agents’ Garden City Meet 


John A. North, chairman of the board 
of the Phoenix Insurance Co. of Hart- 
ford, will be the featured luncheon 


speaker at the regional meeting of the 
New York State Association of Insur- 
ance Agents on October 24 at the Garden 
City Hotel in Garden City, Long Island. 

Other speakers at the all-day confer- 
ence will include President Raymond 


Muth of the state association; J. Carroll 
~eell an, general manager of Insurance 
Information Institute; Ben Butler, presi- 


dent of General Adjustment Bureau; 
Robert W. Strain, CPCU, CLU, exec- 
utive secretary of the National Associa- 


Insurance Agents; Kenneth O. 
Smith, manager of New York Fire In- 
surance Rating Organization; George J. 
Schepens, New York Assigned Risk 
Plan; William A. Leslie, Jr., manager of 
the National Bureau of Casualty Under- 
writers; Newell J. Alford, Deputy Super- 
intendent of New York Insurance De- 
partment; Nathan Roberts of Motor 
Vehicle Bureau, and Arthur Schwab, 
state association legislative representa- 
tive and past president. 


tion of 


Glens Falls Scholarship 
Plan for Local College 


A scholarship plan for Adirondack 
Community College has been jointly an- 
nounced by Robert P. Crawford, presi- 
dent of the Glens Falls Group of Insur- 
and Dr. Charles R. 
Eisenhart, president of the college. Under 
this plan the company will grant five 
$200 scholarships each year to the local 
college, preference to be given to sons 
and daughters of employes. All mem- 
bers of the company’s home office staff 
have been notified of the availability of 
these scholarship awards, and it is ex- 
pected that a number of applications will 
be received for the current college year 
beginning this month. 

It is planned that the scholarships will 
be repeated the second year for all 
students who continue to meet the 
school’s requirements which will make 
10 active scholarships in effect at one 
time when the program is in full opera- 
tion. Dr. Eisenhart hails this decision on 
the part of the Glens Falls Insurance Co. 
aS a progressive move which will stimu- 
late interest among undergraduates of 
the area in seeking higher education in 
the local institution. 

In the event the quota of five scholar- 
ships is not met the first year by children 
of company employers, the scholarships 
may be awarded to other qualified 
students in the area. 
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HANOVER PROMOTIONS MADE 


Davies, Secretary, Has Been Assistant ‘> 
The President; Jordan, Was Formerly 
Special Agent in New York 
The Hanover Insurance Co. has elect« 
Charles T. Davies and Daniel W. Jordan 
as secretaries of the company. M 
Davies, designated assistant to the pre 

ident, joined the Hanover in Februa: 

of this year. As manager of the organ- 
ization and planning department, he has 
served as coordinator of the merger of 
Massachusetts Bonding and Insurance 
Co. into the Hanover. 

A graduate of New 
Mr. Davies entered 
with the Insurance 
America. He served with that company 
and subsequently with the Continental 
Casualty in payroll audit. In 1946 he 
joined the casualty department of the 
National Surety Corp. and later became 
assistant secretary and corporation man- 

ager. Eleven years later he was ap- 
pointed casualty superintendent of the 
American Home Assurance. 

Mr. Jordan, also a native New Yorker, 
joined the Hanover in 1930. In 1947 he 
was named special agent and transferred 
to field duty in Albany, N. Y. He was 
appointed assistant secretary at the com- 
pany’s home office in New York in 1958. 


N. Y. Dwelling Rates 
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places the part protected class in metro- 
politan division territory and is also in- 
troduced throughout the balance of this 


state. With respect to dwelling property 
only the class OCC protection is based 
upon water supplies which previously 


were not recognized as providing hydrant 
protection. The class (OC dwelling rates 
are “protected” rates and are lower than 
unprotected class C dwelling rates. 

A revised community classification list 
is published, including a new list for the 
metropolitan division territory. The 
metropolitan division previously operated 
with protection boundary cards which 
are now entirely superseded. 


Ready Guide for Policy- Writer 
The new dwelling 
dwelling classification 
which, with the community 
list, gives the policy writer a _ ready 
guide in ascertaining the correct rate 
and form required. Protection statements 
are incorporated in the dwelling forms 
and are applic able when so indicated by 
form designation. New York City is con- 
sidered as all protected as are the com- 
munities listed as class A or class B. 
3rick veneered construction, often mis- 
taken for solid brick construction (and 
which was previously subject to frame 
rates), has been re-classified as brick as 
respects private dwellings. Seasonal pri- 
vate dwellings, not otherwise specifically 
rated due to congestion or subject to dis- 
trict charges, are now subject to the same 
fire rates as all year dwellings. 

‘There are other rule changes, 
simply editorial in nature. 

Most standard forms have been revised 
to correspond with the revised rules. 
However, three entirely new forms have 
been gy entitled general property 
form G.P. 10 P-U, dwelling form D No. 
10 and household personal property form 
H.P. No. 10, A fourth form, G. P. 10 X, 
is similar to general property form G.P. 
10 P-U but contains apartment dwelling 
and store and dwelling warranties re- 
quired in New York City only. 

The majority of dwelling policies are 
now written at deductible extended cov- 
erage endorsement No. 4 rates, subject 
to the widstorm and hail deductible 
clause. As a facility, the wind and hail 
deductible clause is now made a part 
of the windstorm and hail provisions of 
the extended coverage endorsement, 
which is included in all revised forms. 

An installment premium payment state- 
ment is included in forms D—No, 10, 
H.P.—No. 10, in G.P. No. 10 P-U and che 
10X. It is applicable if so indicated | 
installment payments shown in the Gr: t 
page of the policy. It is no longer neces- 
sary to attach form No. 857 when using 
the above listed forms. 


contain a 
form chart 
classification 


rules 
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London CPCU-CII Seminar Oct. 3 


Nearly 90 members of the Society of 
Chartered Property and Casualty Under- 
writers, together with their wives, — 
board two planes in Washington, D. 
September 30, at the close of a pc 
long annual meeting of the Society to 
fly to England. This group of members 
o! the Society of CPICU accepted an invi- 
tation to meet with the Chartered Insur- 
ae Institute in London. Preparations 
for the joint meeting were recently com- 
ble “ted after months of correspondence. 

The Cll Seminar will take place Octo- 
ber 3, and each of the main papers to be 
delivered contains a prefatory glossary 
to help interpret terms from the lingo 
of the lecturer to that of the other na- 
tionality. 

On the morning of the same day, a 
seven-man CPCU committee headed by 
Robert O. Young, assistant secretary of 
the (North America, who was last year’s 
president of the socicty, wll meet a group 
of ‘CII members to explore international 
research projects that might be under- 
taken jointly. 


Subjects for Discussion 


Some of the subjects to be discussed 
as possibilities are: package policies, gov- 

snment regulations, handling of unde- 
sires risks, advantages and disadvan- 
tages of writing property and life insur- 
ance in the same company. and profes- 
sional advice vs. aggressive promotion. in 
selling. 

The afternoon seminir wil! be devoted 
to the presentation and discussion of two 
papers on insurance marketing — one 
American and one British. Bernard J. 
Daenzer, president of Wohlreich & An- 
derson, Ltd., New York, and past presi- 
dent of the Society of CPCU. will de- 
scribe U. S. methods and A. G. Brown, 
London agency manager for Royal In- 
surance ‘Co., will represent the ‘British. 

Comments will be presented on each 
paper by an American and a British 
speaker. Commenting for CPCU will be 
John Adam, Jr. president, Worcester 
Mutual Fire. and Gerald E. Myers, vice 
president Alexander & ‘Co., Chicago. 





National Board Film 
Wins Merit Award 


“The Science of Fire,” the National 
Board of Fire Underwriters newest ed- 
ucational film, has been awarded a cer- 
tificate of merit by the Vancouver Fes- 
tival Society. The 20-minute 16mm. color 
film was selected for presentation in the 
science and agriculture category of doc- 
umentary films at the Society's fourth 
annual International Fila Festival held 
in Vancouver. 

It tells the story of fire, the principles 
of combustion and how fires can be pre- 
vented covering flash points, ignition 
temperatures, vapor travel and methods 
of extinguishment. 


Public Relations Minded 
Fieldmen To Be Honored 


Fieldmen, who throughout the year do 
much to promote the public relations 
program of the capital stock property 
and casualty insurance business, will be 
awarded “Outstanding Fieldman of the 
Year” certificates. The presentations will 
be made annually by the Insurance In- 
formation Institute to one fieldman in 
each of the country’s five regional areas. 

The winners will receive framed parch- 
ment scrolls and have their names in- 
scribed on a permanent plaque which 
will be displayed at the institute’s na- 
tional headquarters in New York. Com- 
pany officials and I.L.I. staff members wi'l 
serve as judges. 

The Insurance Information Institute 
has urged every field club to nominate 
one candidate for the regional selection. 
Letters of nomination should .be for- 
warded to the institute before the next 
annual regional field club meetings, at 
which time the awards will be made. 


Moderator of the seminar will be Dr. 
Kenneth Black, Jr., chairman of the in- 
surance department, Georgia State Col- 
lege. 

The glossary preceding Mr. Daenzer’s 
discourse includes such American insur- 
ance terms as: business interruption 
(translated in Britain as consequential 
loss), co-insurance (average clause), mu- 
tual funds (unit trusts), and package 
(combined policy). 


FOWLER AT CHIEFS MEETING 

Everett .W. Fowler, chief engineer of 
the National Board of Fire Underwriters, 
New York, who will take part in the 
88th annual conference of the Interna- 
tional Association of Fire Chiefs to be 
held in Las Vegas, Nev., September 24- 
28. Chief William J. Taylor, of Burbank, 
Calif. IAFC’s president, has reported 
that 15 other nationally-known author- 
ities on fire prevention and safety, in- 


cluding Frank B. Ellis, director of the 
OCDM, will participate. 


Se ee ee 


MAINE AGENTS ELECT 

Robert S. Winslow of the John C 
Paige Co. agency in Portland was elected 
president of the Independent Insurance 
Agents Association of Maine at the an- 
nual gathering in Rockland. He succeeds 
Carlton Scott of Wilton. Other officers 
elected are Howard W. Cole, W. J 
Wheeler & Co., S. Paris, first vice presi- 
dent; J. W. McClure, J. W. McClure 
& Sons Agency, Bangor, second vice 
president; David R. Fossett, H. A 
Marston Agency, Gardiner, third vice 
president, and Ralph L. Young, Bradish- 
Young, Inc., Portland, treasurer 
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The Continental Insurance Company . 
Niagara Fire Insurance Company . 
Milwaukee Insurance Company of Milwaukee, Wis. 

Seaboard Fire & Marine Insurance Company 7 


80 MAIDEN LANE, NEW YORK 38, NEW YORK 


Firemen’s Insurance Company of Newark, New Jersey ° 
The Fidelity and Casualty Company of New York « 


Niagara Insurance Company (Bermuda) Limited 


HOME OFFICES 








Fidelity-Phenix Insurance Company 


National-Ben Franklin Insurance Company of Pittsburgh, Pa. 
¢ Commercial Insurance Company of Newark, N. J. 


e The Yorkshire Insurance Company of New York 


e — Royal General Insurance Company of Canada 


10 PARK PLACE, NEWARK 1, NEW JERSEY 
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Berry Holds “Prior Approval” Laws 
Threaten Rating Bureaus’ Future 


Present “prior approval” laws are a 
competitive handicap to bureau com- 
panies and their agents and place the 
future of rating bureaus in jeopardy, J 
Raymond Berry, general counsel of the 
National Board of Fire Underwriters, 
stated at a meeting of the Pittsburgh 
Association of 
Agents. Mr. Berry urged that producers 


and companies “move forward together 


Independent Insurance 


courageously to obtain changes in rating 
laws that will permit you and your com- 
panies not only to meet the insurance 
needs of the public but to anticipate 
those needs.” 
Competitive Handicap 

Competitive handicap is not the only 
“prior approval,” the NBFU 
general counsel pointed out. “When rate 


danger in 


increases are denied or delayed in the 
face of adverse underwriting results, 
companies are forced to be more selec: 
tive,” he stated. 

“You can fill in here, far more than | 
can, the effect this has on agents. But it 
has an even more serious effect. It fo- 
ments political pressures for state insur- 
ance and this pressure is almost irre- 
sistible if the insurance coverage is man- 
datory. 

“The state may require an autoist to 
carry liability insurance, but if private 
insurers cannot furnish it, the state must 
available.” Assigned risk pools 
with their modest liability limits are not 
a satisfactory answer to the insurance 
buying public. Particiularly, are they not 
satisfactory to those with clean driving 
records 


: 1 
Na KC 


il’ of rates has contrib- 
uted to this condition and, to the extent 
of this contribution, it is interfering with 
your ability, and the ability of your com- 
panies, to meet the needs of the insuring 
public. It is building up a hostility to 
your business, particularly in the minds 

f young people. Certainly you produ- 
cers are aware of this 

“We believe this anti-insurance senti- 
ment must be reversed and a first step 
in that direction is the elimination of one 
of the causes of that resentment—prior 
approval.’ 

“Insurance companies, members of rat 
ing bureaus, suffering from delays in 
val of bureau filings and suffering 
from independent competition, have been 
filing deviations and making independent 
filings to the point where, today, the fu- 
ture of rating bureaus is in jeopardy,” the 
NBFU general counsel stated. 


“ip 1? 
rior approv 
Prior approv: 


ippr¢ 
appl 


Says Change is Inevitable 


“All of us have lived long enough to 
know that change is inevitable and, as 
rational beings, we have learned to ac- 
commodate ourselves to change. All liv- 
ing—all growth—involves change,” Mr. 
Berry said. “We have a most important 
and continuing function to perform and 
we take pride in performing it. If some- 
thing impedes our efforts to perform that 
function, we must remove that impedi- 
ment. We believe ‘prior approval’ is such 
an impediment. We believe the American 
public will be better served with that im- 
and, as the public 


pediment removed 





FIRE CLOWN AT N. J. SCHOOLS 

Walt “WOBO” Savage, special agent 
for the Standard Fire and president of 
the Trenton, N. J. clown club, who is 
known as WOBO the fire clown, will 
open another season of teaching school 
children fire prevention through clown- 
ing. WOBO will be at the Cranbury and 
Plainsboro schools on September 27 and 
on October 10 at ‘Bergenfield and Octo- 
ber 18 at the three Milltown schools. 
Data on the program may be obtained 
from Walt Savage at P. O. Box 551, 
Trenton, N. J. 





realizes this, it will demand its removal. 
If we do not meet that demand—in fact, 
if we do not anticipate it—we may expect 
to be replaced by other institutions—per- 
haps governmental—that will be more 
responsible to the public’s wishes.” 


NAIC Invites Amendments 
On Deviation Sections 


Francis R. Smith, Commissioner of In- 
surance, Pennsylvania, a member of the 
Subcommittee of the National Associa- 
tion of Insurance Commissioners to Re- 
view Fire and Casualty Rating Laws and 
Regulations and chairman of a special 
subcommittee to draft proposed amend- 
ments to the aggrieved party and devi- 
ated sections of the All Industry Rating 
Law, has requested Joseph S. Gerber, 


sy 


Director of Insurance of Illinois and 
chairman of the Subcommittee to Review 
Fire and Casualty Rating Laws and 
Regulations to invite the insurance in- 
dustry to submit recommended amend- 
ments to these sections. 

At a later date all segments of thie 
insurance industry will be given an op- 
portunity to be heard on all recom- 
mended amendments submitted to ‘he 
Subcommittee. Suggested amendments 
are to be submitted to the office of Dj- 
rector Joseph S. Gerber, 160 North La- 
Salle Street, Chicago, before October 9. 








The esl poelections C2 
that's the all-new APARTME 


WHAT A PACKAGE! 


Your apartment owner client gets complete cov- 
erage — both Property Damage and Business 


Liability. 


Further, he gets valuable coverage extensions... 
not available in conventional policies ... and pro- 
tection against rental income loss. 


WHAT CONVENIENCE! 


One three-year policy . . . one renewal date... 


clear, concise manual . . . fast action — protection 
written right in The Home Field Service Office 


near you! 


WHAT A SAVING! 


Packaging brings your client substantial savings 
... and there’s credit for existing insurance, too! 


WHAT A COMBINATION... 


The Home Apartment Owner's Policy 
plus The Home Thico Plan... 
That Great New Way-To-Pay! 


For your landlord 
clients, only from 


The Home... Streamlined 
premium payment under x. 


the Thico Plan. Tell 
your prospects about: 


A 
** small down payments ” 


monthly, quarterly 
or annual payments 


equal continuous 
installments 


* low budget rates 
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“Karnival of Know-How” 


At NAMIA Convention 


The 30th annual convention of the Na- 
tional Association of Mutual Insurance 
Agents, being held in Detroit, Mich., 
October 16-18, will feature a “Karnival of 
Know-How,” according to the program. 
“Know-how” sessions on communica- 
tions, learning, and selling head the 
teciinical segment of the three-day meet- 
ine at Detroit’s Sheraton-Cadillac Hotel. 

‘In the “Know-How of Communica- 


tions,” two agents will engage two com- 
pany representatives in a debate on 
agency-company communications. Wer- 
ner Mueller, past president of the Mis- 
souri Association, and George P. Tobler 
of Smithtown, N. Y., first vice president 
of the New York Association, will pres- 
ent the agent’s case, while John Gunn, 
president of Employers Mutual, Des 
Moines, will be one of the company 
standard bearers. Capping the session 
will be Dr. Hideya Kumata, professor of 
general communications at Michigan 
State University. 


e “Know-How of Learning” will be 

a workshop session under the guidance 
of David A. Ivry, associate professor 
of insurance at the University of Con- 
necticut, and director of NAMIA’s School 
for Mutual Agents at Oberlin College. 
“Know-How of Selling” will feature 
a quartet of speakers, each covering a 
different facet of this all-important ac- 
tivity: “Know Your Agent,” by Arthur 
T. Dugan of Cutler & Hammer, Mil- 
waukee, Wis., “Know Your Company,” 
by Agent Charles Venema of Kalamazoo, 
Mich., past president of the Michigan 





sand more of it, at 472 Cos. 


PEAL$| CRITI 


WNERS POLICY from The HOME 


FFor your Home Premium Builder Kit 
an the Apartment Owner's Policy, 
write to your Home Fieldman 


Property Protection since 1853 
59 Maiden Lane, New York 8, New York 


USE THE PACKAGE 





10 OPEN THE DOOR... 





USE THE THICO PLAN 





£10 CLOSE THE SALE! 





Association; “Know Your Market,” by 
Lawrence W. Kunkel, director of market 
research for the Kemper Companies. A 
top educator will speak on “Know Your 
Product.” Rounding out the session will 
be Les Giblin, nationally-known special- 
ist in human relations. 

Association business sessions will in- 
clude election of new officers and direc- 
tors, and meetings of the advisory board, 
NAMIA’s board of directors, and state 
secretaries. 


Congressman Miller to 
Address Federation Lunch 


Donald J. Mullen, assistant Vice presi- 
dent of Marsh & McLennan, New York 
City, serving as the chairman of the 
1961 annual luncheon of the Insurance 
Federation of New York announces that 
William E. Miller, member of the 
U. S. Congress, will be the guest speaker. 

Congressman Miller served with the 
J. S. Army as an assistant prosecutor 
at the Nazi war trials in Nurnberg. 
After discharge in 1946 he became 
District Attorney of Niagara County and 
served there until 1950 when he was 
elected as a Representative to Congress. 

The 47th annual luncheon of the Fed- 
eration will be held in the grand ball- 
room of the Hotel Astor, New York 
City, on Thursday, November 30. 


Ins. Careers Outlined in 
Newly Revised Booklet 


The Booklet, “A Career For You In 
Insurance,” newly revised and published 
by the Insurance Information Institute, 
points out that the tremendous growth 
of the insurance industry has created 
many more jobs for qualified personnel. 

Detailing the growth of property and 
casualty lines, it explains how career 
opportunities open up readily to those 
who pursue their insurance education. 

It also describes the various positions, 
possibilities for advancement and qual- 
ities needed for success in each. Copies 
of the publication are available from the 
Insurance Information Institute, 60 John 
Street, New York 38, N. Y. 


Insurance Accountants 
Meet in Vermont Oct. 1-4 


The Society of Insurance Accountants 
will hold its second annual conference 
at the Equinox House, Manchester, Vt., 
on October 1-4, the society's president, 
John B. Stewart of the Fireman’s Fund, 
has announced. The program will cover 
current accounting and statistical sub- 
jects including the latest electronic devel- 
opments. Special feature will be ex- 
hibits of business machines and equip- 
ment. 

The society, which was formed as a 
result of a merger of the Insurance Ac- 
countants Association and the Associa- 
tion of Casualty Accountants and Statis- 
ticians, now has over 500 members coun- 
trywide. 


Atlantic National Moves 
Home Office to Miami 


Atlantic National Insurance Co. moved 
its executive headquarters and principal 
officers from New York City to Miami, 
Fla., on September 15 to facilitate the 
further growth of its nation-wide oper- 
ations, Carl Harber, company president, 
announces. Handling principally car and 
truck rental and leasing insurance, At- 
lantic National is a leading i insurer of this 
class of business. It is a wholly-owned 
subsidiary of The Hertz Corporation. 

Atlantic National, which started oper- 
ations in 1953, is now authorized to do 
business in all 50 states, Puerto Rico, 
and the District of Columbia. Continued 
expansion of the company’s operations 
will be carried on through its branch 
offices in New York, Boston, Chicago, 
and Los Angeles. 
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Fireman’s Fund Changes 
In Pacific Department 


Personnel changes have been made in 
department of Fireman’s 
William H. Dillon, 
department’s 
D. Oliphant, 


transferred to the 


the Pacific 


Fund and affiliates. 
appointed manager of the 
fire operations, succeeds O 
who has been home 
office in San Francisco on special execu- 
tive assignment 


James H. Wells 


who recently 
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joined The Fund, will act as special rep- 
resentative for The Fund’s central bond- 
ing office, San Francisco. He has served 
for the last 26 years in various capacities, 
including branch and regional production 
manager of another insurance group in 
Northern California. He is a former 
president of the Surety Underwriters 
Association of Northern California and 
the Casualty Insurance Association of 
California and is Presently vice president 
and director of the ( credit Managers As- 
sociation of Northern and Central Cali- 
fornia, 








You will see 


THE GIG) DIFFERENCE 


in commission income if you sell 
INSURANCE-TO-VALUE 
to every policyholder! 


THE MANHATTAN FIRE & MARINE INSURANCE CO. 
GUARANTEE INSURANCE CO. 


MULTIPLE LINE » NATIONWIDE + FAST SERVICE 


Executive & Regional Offices 
111 John St., New York 38 . 


Branch Offices in Chicago and Los Angeles. Service Offices and 
General Agents in Principal Cities throughout the United States 


Producers who work with us say: “Very Good People to Deal With” 






THE MANHATTAN-GUARANTEE 


INSURANCE COMPANIES 
ed with THE LONDON ASSUR 


ANCE—Founded 172 





550 Kearny St., San Francisco 8 


























American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds Group 


92 William Street 
New York 38, N. Y. 
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Dannecker Tells How Agent Creates 
Favorable Image in Public Mind 


One of the sales features of the annual 
convention of the New Jersey Associa- 
tion of Insurance Agents at Atlantic 
City was the talk on “Is Your Agency 
Identity Blurred?” presented by Art 
Dannecker, Jr., well known director of 
advertising and public relations for the 
Ohio Farmers Insurance Co. of LeRoy, 
Ohio. His ideas are based upon a survey 
in numerous towns in eight states. He 
told the agents: 

It is my firm belief, that each of us— 
each independent agent must develop a 
business p-rsonality—an identity—a cor- 
porate im ge—tor his agency in the eyes 
of the people in your communities! Have 


you ever wondered what the people in 
your town think of you, your agency, 
what kind of “image” or personality 
your agency has earn<d in your town? 


Do you rate vour agency #1-#2-+3 in 
your town? Do you appear progressive, 
dependable, responsible? Does your 
agency show a willingness to help Mr. 
and Mrs. “Insurance Buyer” in your 
community? Well I sincerely hope that 
most of you can rate your agency #1 
in your town, but I’m wondering if some 
of us would be amazed to learn the real 
truth of what the townfolk, the man and 
woman on the strect, really think of our 
insurance agencies. 
Survey Deflates Agent 

Not a very bright picture is it? A far 
cry from the kind of “image” you 
thought the independent agent had, isn’t 
it? It’s very apparent that the public 
is confused as to who sells what in the 
insurance field; who the independent 
agent is and what services he has to 
offer! We also learned from these sur- 
vey sheets that people do not under- 
stand insurance; and remember—“what 
people do not understand, they distrust!” 
Further, this survey proves that: 

(1) The agent’s opinion of his position 
in the community and the personality 
that he thought his insurance agency 
had created, varied considerably from the 
actual “image” or “identity” ‘he had built 
among the people of his town. (2) Agents 


do not have enough person to person 
contact with their customers — thus 
“opening up the door for competition 


to step in!” (3) The agents lacked sales 
knowledge, training and the “know how” 
necessary to design a well-balanced ad- 
vertising and public relations program 
for his agency. a program designed to 
produce more dollars, more premiums for 
the agency and in less time. 
Corporate Image 


What do we mean by corporate image? 


The corporate image is a bright new 
term receiving fresh and _ enthusiastic 
recognition by the American _ business- 


men. Company after company has learned 
the better the image, the better the busi- 
ness. Let's break down this term cor- 
porate image; let’s find out what it 
means to you as an independent agent. 
First, I believe it means personality, 
how you look in the eyes of the people 
in your community. I believe C. I. stands 
for the kind of picture or image they 
visualize when they hear or see your 
name or agency’s name, An image is 
the picture that you or your agency 
has built in the minds of your customers 
or prospects; it is a direct result of all 
the knowledge, experiences, thoughts, 
feelings, emotions and impressions you’ve 
created during your many contacts with 
them. 

What’s the value of a good “C. I.”. It 
has a definite dollar and cents effect on 
your agency. When competition gets 
keen, it has been proven that it’s usual- 
ly the company or agency with the best 
image that gets the business! 

How can an agent develop a good cor- 
porate image program? Naturally, one 
of the first requirements if you're plan- 
ning a good image program is to know 


the insurance buyer, Consumer, in 
your town. What about him? What 
does ‘he or she want or expect from 
you as an independent insurance agent ? 


Make Study of Consumer 


Let's take a look at today’s consumer: 
(1) has a higher standard of living; (2) 
has more education; (3) travels more; 
(4) lives longer; (5) is better informed; 
(6) has more leisure time; (7) is more 
conscious of value; (8) is more willing 
to go into debt; (9) has more purchasing 
dollars and power; (10) they are people 
who drop the good as soon as the better 
is made available! (11) And Mr. Con- 
sumer is living in an age of image—an 
age of visual communications. But our 
survey proved that the agent’s advertis- 
ing is not reaching the consumer. So— 
let’s become the insurance buyer for a 
minute. 

The first part of our image building 
program is one of education. To educate 
people, you must be able to reach the 
consumer—ahead of your personal visits 
—with helpful and educational words, 
visual pictures about your service and 
your agency. O. K., that’s the job—now, 
how do we do it? Come with mc—as 
we take a walk into your office 


Image of Confidence 


To do a good educational job in your 
community, you must have a_ well-bal- 
anced advertising and public relations 
program. Use publicity to develop at- 
tention and interest. You must build 
agency name identification; be sure to 
make it easy to say and read—if possible, 
give it visual identification. Your office 
or business location has a great deal to 
do with what image you create. If the 
office looks aggressive and modern, and 
you drive an up-to-date auto, people will 
visualize you as a modern aggressive in- 
surance agent. Personally, you must 
create an image of confidence. You must 
look alert, intelligent and healthy. 

When your stationery carries a mes- 
sage to a customer or new prospect, 
make sure it’s neat—that his name is 
spelled correctly ... that it is friendly in 
tone and contains a message that will 
benefit him or his family! Remember, 
first impressions can be lasting . . . also 
they can be the last opportunity you get 
to make an impression on a prospect. 

Remember—your letterhead is a silent 
salesman. It makes that important first 
impression—make it an effective and last- 
ing one! If your letterheads measure up 
to these requirements, then you can be 
justly proud of the business image that 
you will create when carrying your 
message to the consumer. The way you 
sign your name is always an important 
link between your agency and its image 
in the public mind. Call it trademark 
or anything you wish; I am in favor of 
a trademark or signature for your agen- 
cy because it gives your present and 
future customers a visual impression 
of your agency and again helps them to 
identify you and what you sell. 


Telephone Personality 


Develop a 
your agency. 
calling” 


telephone personality for 
Develop a “thanks for 
welcome in your voice—a warm 
and sunny climate when people call. 
Make the caller feel important, make 
sure your office gets all messages correct- 
ly. Take time to train your staff in 
telephone courtesy. This plays an im- 
portant step in building an image. Get 
the people in your agency to understand 
and believe that every time they hear the 
phone ring ... it’s nota phone, it’s the 
cash register. Get heen to realize that 
their voice and attitude is the T.V. pic- 
ture of your agency over the phone! 
Our survey showed that agents’ ad- 
vertising is not “getting through” to Mr. 
Insurance Buyer. They can’t identify it, 
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they don’t read it, and most important, 
it doesn’t sell! Remember, when an ad 
just sits on a page or billboard and says 
nothing people are likely to just sit too! 
You won't be able to motivate them to 
come to you or call you unless “Your 
advertising talks about how it will benefit 
them!” 
s been proven time and time again, 
that a good public relations program will 
marry your customers to ‘your agency. 
If vour agency is to continue to be suc- 
cessful in a competitive selling and mar- 
keting climate—you’ve got to be dif- 
fercnt. Start “counting noses—instead of 
dollars!” You’ve got to create a business 
personality that’s “all your own”, 

et’s talk about how you can create a 
“business personality” attractive to po- 
tential insurance buyers. One way is to 
have a planned and active educational 
program of direct mail and modern mer- 
chandising ideas working for you at all 
tinies! Make merchandising and mar- 
keting your third arm. Make it work 
for you by letting it do a pre-selling job 
of reaching your customers and prospects 
ahead of time—ahead of your personal 
visits! 

Hlow many times have you gone shop- 
ping and returned to your car to find 
a promotional piece stuck under your 
windshield wiper? Here’s a typical ex- 
ample of a direct writer peddler taking 
advantage of his walk to the market— 
a market place where people are in a 
buying mood and want to buy! Let me 
remind you of the increased business these 
direct writers have been selling in the 
past three years. There must be a rea- 
son 

What about the last part of your well- 
planned advertising and public relations 
program, the action part, the point-of- 
sale part? You will get action if you 
have done a good job of: (a) Name iden- 
tification; (b) If you’ve created a favor- 
able image in the buyers’ eyes; (c) If 
you've developed a warm and sunny 
welcome for him when he calls your 
agency; (d) If you created advertising 
with lots of benefits for the insurance 
buyer; (e) If you’ve done an educational 
job through good direct mail; (f) If 
you've created and earned a_ good 
“Image” for your agency ahead of your 
Visit. 


Ellis Joins Advertising 
Staff of the Glens Falls 


Glenn Ellis has been appointed to the 
advertising and public relations staff of 
the Glens Falls Insurance Co. In his new 
post he will ‘be under direct supervision of 
Harry G, Helm, advertising manager. 

Mr. Ellis brings to the Glens Falls 
nearly 20 years of business experience 
with well known Canadian firms where 
his responsibilities were principally di- 
rected toward sales promotion, market- 
ing and advertising. He received his 
formal education at Hamilton, Ontario, 
schools and at the University of Alberta 
and the University of Western Ontario. 
His career with Tuckett Tobacco Co. 
Ltd., as advertising supervisor in Ottawa 
and later in Toronto, was interrupted in 
1941 when he entered the Royal Canadian 
Air Force where he served as technical 
officer for various RAF units in the 
United Kingdom and Europe. He was 
discharged a captain in 1945, 

During the past 10 years, Mr. Ellis 
has been associated with the House of 
Seagram Ltd., Montreal, most recently 
as assistant to the president and director 
ot marketing development. 





Bernard Blumencranz Dies 

: 3ernard Blumencranz, 53, president of 
Blumencranz & Co., insurance brokers 
at Flushing, Long Island, N. Y., died 
September 9. He was also a partner in 
Blumencranz, Klepper and Wilkins, 
Queens district agency for the Guardian 
Life Insurance Co. of America. Mr, 
Blumencranz entered insurance in 1920 
with the Franklin Surety and went into 
the brokerage field a few years later. 
Afterwards he organized his own firm. 
Surviving him are his wife, Evelyn, two 
sons and a daughter, 


Planning for Agency Continuity Is 
Vital McKernan Tells N. Y. Assn. 


Many one-man insurance agencies fail 
because younger men are not trained to 
take over the business in the event of 
the owner’s death or disability, Thomas 
J. McKernan told members of the New 
York State Association of Insurance 
Agents at their seventh annual seminar 
at Racquette Lake. Mr. McKernan, asy 
sistant secretary of the National Auto- 
mobile Underwriters Association, cited 
lack of energetic solicitation and of serv- 
ice on the part of agents in their later 
years, as prime reasons for decreased 
agency incomes. 

He recommended that young men be 
hired and trained while business is at 
its peak, and the agency is enjoying 
maximum income. Certain fears stop 
agents from bringing in younger men, 
Mr. McKernan said. One is unwilling- 
ness to make the mental adjustment 
necessary in employing a new man. An- 
other is the fear of wasting time, energy 
and money on a man who might fail to 
make the grade. Still another is the fear 
that a man who is thoroughly qualified 
will get acquainted with the customers 
and leave to start a business of his 
own, 

Intelligent Recruiting Methods 

These fears can be overcome by devel- 
oping intelligent recruitment methods, he 
said. 

An agent can secure applicants direct- 
ly by telephone, through an employment 
agency, newspaper help-wanted ads or 
through contacts in the insurance busi- 
ness. The use of an application form and 
the subsequent interview are most 1m- 
portant in determining whether an ap- 
plicant is aggressive enough to assume 
leadership and participate in community 
affairs. His desire to learn and his self 
confidence must also be evaluated, Mr. 
McKernan emphasized. 

Once an applicant is selected, his train- 
ing can be accomplished through ex- 
perience, proper guidance, exchange of 
ideas and by specific insurance educa- 
tion. Mr. McKernan suggested the new- 
comer’s production efforts be concen- 
trated on personal lines, selling the pack- 
age type policies designed for the mass 
market. 

Training of Employe 

“Education contributes directly to the 
production arid servicing potential of 
key employes,” said Mr. McKernan. 
“Knowledge of human nature, knowl- 
edge of sales techniques, and knowledge 
of the product, are essential. The first 
can be gained by experience, the second 
by proper guidance and exchange of 
ideas, and the third by specific insurance 
education. One approach would be a 
work-study program which divides the 
employes time between routine office 


work and a planned program of study. 
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Courses on insurance prepared and con- 
ducted by the National Association of 
Insurance Agents, the Insurance Insti- 
tute of America, by insurance companies, 
or by various schools or colleges, can 
be used. 

“In addition to the formal educational 
facilities, many insurance companies dis- 
tribute material on rates and forms. 
These educational tools are available and 
when properly used in a planned pro- 
zram of work-study or self-study, will 
be of inestimable value in the training 
of key personnel. The work-study pro- 
gram should include sales and production. 
Initially, the newcomer’s production ef- 
forts should be concentrated on personal 
lines selling the ‘package type of policy’ 
designed for the mass market. 

Compensation 

“The agent must realize that if a 
young man is to stay and be satisfied, 
he must start off with an adequate in- 
come and the realization that eventually 
there will be an opportunity to share in 
the agency ownership. It must also be 
realized on both sides that the young 
man prove his worth in order to merit 
such rewards,” Mr. McKernan stated. 

“A salary commensurate with his work 
in the office plus a commission on busi- 
ness produced is one arrangement that 
can be used. Such commissions average 
about 5% of gross premiums. Other ar- 
rangements such as straight salary, or 
commission only, have been used success- 
fully. The agent must calculate produc- 
tion goals in the personal lines at a 
sensible level which is high enough to 
pay the new man’s salary and expenses, 
but not too ‘high to discourage him. 

“It must be expected that the agent 
will ‘carry’ a new man at a loss for a 
period of time. The agent should in- 
vestigate programs developed by some 
insurance companies which assist in the 
recruiting, selection, training and financ- 
ing of new personnel who will specialize 
in the production of personal lines. 
Ultimate Purchase of Agency 

“Arrangements for the eventual trans- 
fer of ownership will differ from agency 
to agency, depending on the type of 
ownership and family arrangement. In 
view of the important and _ extensive 
rights and liabilities arising from this 
transaction, it would be short sighted not 
to formalize these agreements by an ap- 
propriate written document. These docu- 
ments should be framed by legal counsel 
assisted by tax experts. Many tax and 
legal consequences can be avoided when 
legal and tax advice is secured. 

“When the individual has demonstrated 
his competency to assume management, 
legal machinery should be established 
for transferring the agents interest to 
his successor. This agreement is gener- 


Intermediaries 





ally referred to as a buy-and-sell agree- 
ment. It usually provides that one per- 
son promises to sell at a specified time 
to another, with a concurrent promise to 
purchase. The specified date is usually 
the death of the principal or the date 
of his retirement. 

“Each purchase and sales agreement 
must be tailored to fit specific circum- 
stances, but the contract should contain 
an agreement as to the assets and liabili- 
ties, the purchase price and method of 
calculating the price to be paid at the 
date of transfer. The purchaser can 
finance the transfer by savings, borrow- 
ing, earnings of the agency after the 
sale, proceeds from life insurance, or a 
combination of these. It would appear 
that a profit sharing plan, whereby the 
money could be set aside and used to 
finance the purchase, might prove to be 
highly satisfactory. It should be stressed 
again that competent legal counsel should 
be consulted in setting up the machinery 
for transferring the agency interest.” 


WERBEL GUIDE REVISED 
Werbel Publishing Co., Inc., announces 
that the August, 1961 revision of the 
General Insurance Guide has been dis- 
tributed by mail. This revision consists 
of 224 pages. It contains many important 
changes in coverages and rules. 
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History of Admitted Facultative 


Fire Reinsurance in United States 


By Wixuram P. Barrett 
Albert Willcox & Co., Inc., New York 


William P. Barrett of Albert Willcox & Co., Inc., New York City, has arrived 
in London to remain there for six weeks to study operations of the British reinsurance 
market. He is the American winner for 1961 of the Anglo-American Fellowship awarded 
by the School of Insurance of the Insurance Society of New York and sponsored by 
Agency Managers Limited of New York. Ben D. Cooke is president of Agency Man- 
agers and chairman of B. D. Cooke & Partners in London. Mr. Barrett is 28 years 








of age, attended Columbia University and was with Mendes & Mount, Lloyd's at- 
torneys in New York, before joining Albert Willcox & Co. 

His award winning essay on “A History of the Development of Admitted Faculta- 
tive Fire Reinsurance in the Uni ‘ted States of America” is presented herewith in install- 
ments. Part III follows 

What appears to have been the first ings of the reinsurers, and the profes- 

. . e . Sjor + - Paice >} - isSi S 
encroachment by the professional re- SI mals ~ turn raised their commissions. 
, ee 1 sy 1938 the reinsurance companies, by 

rS OT ness ormeriv considere¢ Kor . . ny ae 

; 3 ae aie east paying a 35% commission and a 5% over- 

ie exclusive right of direct writing writing to cover board fees and taxes, 
in Dallas, Texas. had dominated practically the entire 
one of the bigger facultative fire reinsurance market, with 


the exception of that business that con- 
7” nenfee, tinued to be handled under an unwritten 
o. A profes agreement on a reciprocal basis among 
offered the some old guard direct-writing companies. 
commission terms as During this period, companies from Eng- 
he insurance company, but in ad- land and Germany comprised the greater 
dition allowed another 5% commission portion of the admitted foreign market. 


receiving a 





maximum commission of 





surance company 
agent the same 
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to cover “board fees and taxes”. This By 1939 values in America had once 
other reinsurers offering the more risen to a point where insurance 

to other agents, and inevita- companies were experiencing a surplus 

h i writers that were not problem as a consequence of the rise 
themselves renched in ciprocity in their unearned premium reserves. 
irrangements began to take advantage Once again they turned to one another 
§ the ‘higher commission allowances for reciprocity, this time with the bless- 


offered by the reinsurance companies. ings of the professional market which 
With profit margins running hig by now was experiencing little, if indeed 
direct writing companies raised com- any, profit as a result of the high ac- 


missions to meet the competitive offer- quisition costs and adverse loss experi- 
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ence that came with the value increases. 
World War II 


World War II came to America in 
1941, and with it came inflation. Prices 
soared, and war production created in- 
dustries with values higher than ever 
had been known before. Insurance com- 
panies required facultative fire reinsur- 
ance desperately. So great was the need 
that reciprocity alone could not satisfy 
the requirements of the companies. Once 
more the companies turned to the profes- 
sional reinsurers 

The American reinsurance companies, 
suffering from the manpower shortage 
which the war occasioned, and remem- 
bering the adverse experience it had in- 
curred in the late Thirties, closed their 
facultative departments. The admitted 
German reinsurers were no longer avail- 
able to offer aid, having withdrawn from 
America at the start of the war. British 
insurance companies could not aid in 
reinsuring the facultative business avail- 
able because England had floated a war 
loan from the United States and pledged 
as a guarantee the assets of British 
enterprises in the UV. S. 7 any sur- 
pluses available from the U. S. branches 
of British insurance booth were 
applied to reducing the principal of the 
loan. 

The companies turned to their agents 
and requested that they increase their 
agency representation and effect agency 
reinsurance. Although this step alleviated 
the problem to some degree, it was by 
no means completely satisfactory. Amer- 
ican insurance companies did, however, 
find a market available willing to offer 
the relief néeded, and an unusual source 
it was. The market was Lloyd’s of 
London and it was unusual for a num- 
ber of reasons. 


London Lloyd's 
Although Lloyd's 


Market 


established in the 
United States the Lloyd’s American 
Trust Fund, the assets of the fund were 
not included by the British Government 
as collateral for the war loan floated. 
Thus underwriters had available in the 
U. S. the agg funds needed to write 
facultative fire reinsurance. 

The fact, ilicnoreae that 


Lloyd’s un- 
derwriters even entertained the idea of 
assuming facultative reinsurance from 


\merica between 
-redi} > 1 arila 
credible, primarily 
completely de 


1941 and 1945 is in- 
because they were 
tached from the United 


England both at war, underwriting in- 
formation that would normally be com- 
municated abroad, was censored for oh- 
vious security reasons. 

Nevertheless, Lloyd’s went ahead and 
bound facultative cessions throughout 
the war years, furnishing the Amer:can 


market with the capacity it nec Jed, 
After the war ended the domestic 
market stabilized itself, and with Llovi's 
becoming much more selective in its 


underwriting than it had been during 
the war years, the bulk of the faculta:ive 
business returned to the United Staies. 

From the post-war era through 1954 
the American economy generally ex- 
perienced prosperity. It also experienced 


a steadily rising inflationary trend. To 
insurance companies this meant a con- 
tinued increase in unearned premium 


reserves and a decrease in policyholder’s 
surplus. Companies again looked for 
relief and aid came in two forms. The 
amount of reciprocity between companies 
increased, and professional reinsurance 
offices wrote surplus treaties. 

Through the use of reinsurance trea- 
ties, and reciprocity, the domestic 
market continued to be provided wi 
adequate capacity. However, in the F: 
of 1954, the Eastern seaboard of 
United States was ravaged by hurri 
canes Carol, Edna and Hazel. Also rav- 
aged by these catastrophes were insur- 
ance companies’ loss ratios. The result 
was that many reciprocal arrangements 
were abandoned, and the facultative 
market as a whole tightened up. 

Once more companies sought addi- 
tional facilities for the absorption of 
their surpluses and they were partially 
satisfied both by professional reinsur- 
ance companies offering automatic and 
semi-automatic facultative treaties and 
by the re-entry of foreign reinsurers. 
Further capacity still proved necessary 
though, and in 1957 a new assumption 





source appeared on the domestic facul- 
tative fire reinsurance scene. 
New Reinsurance Pool 
Albert Willcox & Co., Inc., reinsurance 
intermediaries in New York City, or- 
ganized a facultative fire reinsurance 
pool, subscribed to by admitted direct 


writing and reinsurance companies. That 
this new facility was well received by 
insurance companies is evidenced by the 
premium volume it receives, and by the 
fact that other reinsurance brokerage 
offices have since established similar 





States, and were unfamiliar with the pools. To say that these professionally 
risks they were assuming. Neither did managed pools will continue to provide 
they have at their disposal maps or the industry with a stabilized market 
inspection reports normally considered would be speculative for they are still 
minimum essentials for sound under- very much in the formative stage and 
writing. Then, too, with America and have not as yet met the test of fire. 
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They have proved their worth in the 

immediate past however, having been 

able to absorb much of the capacity 

neeced by the insurance industry. 
Outlook for Future 


\\ hat are the prospects for the direct- 


wriiers’ continuance in the facultative 
ma’ «et? As far as can be ascertained, 
the. will always have the advantage of 
being able to offer reciprocity to their 
fell w companies in time of surplus 
stress. Thus, they should remain a con- 


st factor in the market. 

for the professional reinsurance 
com panies, they too feel that they can 
coulinue to maintain an equitable in- 
ter st in this business for some primary 
insurers prefer to do business with pro- 


fes-ionals because they are reluctant to 
dis‘lose details of their operations to 
conipetitors. Also, where reciprocity is 


exclianged among direct writers, the 
experience of one company is bound to 
produce better results than the other. 
Thus the company supplying the better 
business is bound to become dissatisfied 
with the reciprocal arrangement and 
seck other facilities. 

\s for the future of domestic faculta- 
tive fire reinsurance itself, there will 
always be some need for it. The degree 
of the need will depend on both the 
ceding companies and the reinsurers. In- 
surance companies should bear in mind 
though that they are in business to as- 
sume liability and they should do their 
utmost to retain as much net for their 
own account as possible without jeopar- 
dizing their financial structure. 

Reinsurers of facultative business would 
do well to consider their business an- 
alogous to the fellow who tries to get 
fat on blue milk—it can’t be done. A 
true facultative underwriter must oper- 
ate in an atmosphere of pure underwrit- 
ing. Each risk must be considered on 
the basis of its individual merits, with- 
out thought to reciprocity or accommo- 
dation. 

Above all, it should be remembered 
that facultative fire reinsurance is not 
meant to be a commission tool. It has 
a legitimate function in the industry, 
and it will continue to execute this func- 
tion as long as it is not abused. 





Greene Fire Manager For 
Buffalo’s Eastern Dept. 


The Buffalo Insurance Co. announces 
appointment of Vernon D. Greene as 
manager of the fire underwriting depart- 
ment’s Eastern division. He will be 
located in the home office, Buffalo, N. Y. 

Mr. Greene was born on Long Island, 
received his elementary education at St. 
Paul’s School, attended Cornell Univer- 
sity and completed courses of the Insur- 
ance Institute of America and Dale Car- 
negie Institute. He served in the Armed 
Forces during World War II as a com- 
missioned officer. 

Mr. Greene’s background is principally 
in fire underwriting and field work. His 
career commenced in 1933 with the Lum- 
bermen’s Mutual Casualty and in 1937 he 
became associated with Berkshire Mu- 
tual Fire of Pittsfield, Mass. In 1948 
he was elected vice president and secre- 
tary of the company. 

In June, 1957, Mr. Greene became as- 
sociated with the Guarantee Mutual Fire 
of Springfield, Ohio, as secretary and 
general manager. On merger with the 
former Merchants and Farmers Mutual 
Fire of Worcester, he became vice pres- 
ident of the new company. 


Craig Joins Resolute 

Rockwell E. Craig, Rutland, Vt., has 
been appointed a special agent for the 
Resolute Insurance Companies. He will 
represent both the Resolute Insurance 
Co. and the Resolute Credit Life in Ver- 
mont. 
_ For nine years, Mr. Craig was employed 
in a national bank, becoming assistant 
cashier of that institution. His auto- 
mobile experience includes both sales and 
piles management for a Chevrolet deal- 
ership, 


Problems of Selling 

On CPCU Meet Program 
SEMINARS IN WASHINGTON, D. C. 
Annual Gathering This Week to Deal 


With Merchandising Personal Lines, 
Packaging and Sales Planning 








Problems of selling will occupy a prom- 
inent place on the program when mem- 
bers of the Society of CPCU meet in 
Washington, D. C., for their annual three 
days of seminars, September 27 to 29. 
The ‘first day will be devoted largely to 
sales aspects with panel sessions on 
merchandising personal lines, packaging, 
and sales planning. 

The first of these will be presented by 
a team representing company, agency, 
and buyer, moderated by Frank G. Har- 
rington, secretary-marketing, Insurance 
Company of North America. Personal 
lines plans and problems will be dis- 
cussed by: 

A. Hawthorne Criddle, secretary of the 
society and executive vice president of 
Ostheimer-Walsh, Inc., Philadelphia, 
“Techniques of Organizing for Success- 
ful Selling”; John R. ‘Coakley, assistant 
superintendent of agencies, Travelers In- 
surance Co., “What the Consumer Ex- 
pects”; and Frank B. Orr, Poulton & 
Orr, Oakland, Calif., “Ingredients of Suc- 
cessful Selling.” A slide-film will be 
used. 


Liberal Audience Participation 


All sessions will include a period of 
questions and answers after the panel 
presentation. Plan of the CPCU sem- 
inars this year calls for liberal audience 
participation following brief informal 
talks by panelists. Full papers of each 
panelist will be published in the “An- 
nals,” quarterly publication of the so- 
ciety. 

Chief architect of the complete 1961 
program is Edward E. Evans, president 
of Evans-Comtois & Co., Cleveland. 

The session on packaging will be mod- 
erated by John Adam, Jr., president, 
Worcester Fire, and the initial paper 
will be presented by James P. Stodolka, 
branch manager, Agricultural Insurance 
Co., Denver. Other panelists will be: 
John D. Phelan, executive vice president, 
American States Insurance Companies, 
Indianapolis, and Harold H. Hines, Jr., 
executive vice president, Wineman 
Brothers, Inc., (Chicago. Advantages and 
disadvantages of various methods of 
packaging will be threshed out by panel- 
ists and attending members. 

Sales planning for companies and for 
producers will be analyzed in the third 
Wednesday period by: Garrett W. Roe- 
rink, research analyst, American Insur- 
ance Group \(moderator); J. T. Le- 
Compte, senior associate, Stewart, Dou- 
gall & Associates; and T. Benson Leav- 
itt, manager, special research department, 
Aetna Life. 

CPCU seminars will follow several 
days of meetings of the society’s execu- 
tive committee, board of directors, var- 
ious committees and boards, chapter offi- 
cers, and membership. The week-long 
program will take place at the Sheraton 
Park in Washington. 

General chairman is Henry A. Kroll, 
Mutual Insurance Agency, Inc., Washing- 
ton. The District of Columbia Chapter 
of the society will act as hosts. Chapter 
president is Robert V. Oxenham, secre- 
tary, Victor O. Schinnerer & Co., Inc. 


MARYLAND AGENTS’ SPEAKERS 
The Maryland Association of Insurance 
Agents has listed the following speakers 
for annual convention October 15-17 at 
the Emerson Hotel in Baltimore: Archie 
Slawsby, Nashua, N. H., past president 
of National Association; Joe E, Vincent, 
CPCU, local agent, Bryan, Tex.; Arthur 
O'Connell, agent, Cincinnati; Robert 
Brown, agent, Waterloo, Iowa; Abner 
Benisch, agent, Newark, N. J.; Robert 
Burns, American Agency Management 
Bureau, Washington, D. C., and George 
Nordhaus, executive secretary, Insurors 
of Tennessee. 













































































































Growing Prospects 


Vast real estate developments loom up across America. 
Older families seek better lives. New families create new 
standards of quality. Insurance expenditures range from 
three to five hundred dollars a year. Homeowners insurance 
is a must. 


Royal-Globe, a leader in package policies, helps its 
agents sell Homeowners insurance through the same expert 
services all its other lines receive. In addition, Royal-Globe 
agents have the advantage of superior sales aids, such as the 
copyrighted Homeowners Comparison Chart. 


Are you cultivating prospects in the fertile soil of 
housing developments? 


ROYAL-~-GLOBE 


INSURANCE COMPANIES New York 38, New York 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY + QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 
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Camden-Gloucester Agents 
To Install New Officers 


The Camden-Gloucester County In- 
depen le nt Insurance Agents Association 
will install new officers at today’s meet- 
ing, Eneeuiar 25, at Lucien’s Old 
Tavern, Berlin, N. J. The new officers 
are as follows 

President, Richard C. Hardenbergh; 
first vice president, Vernon E, Norcross; 
second vice president, Louis Girolano; 


treasurer, Vinal A. Johnson; secretary, 


Dolores Jorcyk; directors, Thomas \ 
Alles, W. Ceril Evans, Ellis Goodman, 
Samuel W. Madara, T. Milton Mei dows 

Allen M. Mills, president of the Cam 





den Fire Insurance Association, will be 





the guest speaker. The agents will pres- 
ent to Merchantville Police Chief R. H 
Tull a spe al state safe ly award 

soma — _—___. 
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Officials of the 
New York State 
Association of In- 
surance Agents 
seen at the Insur- 
ance booth of the 
New York State 
Fair at Syracuse, 
President Ray- 
mond A. Muth of 
Newark, N._ Y., 
right and Exec- 
utive Vice Presi- 
dent George A. 
Kramer, Jr., of 
Williston Park, 
Long Island, left, 
were among nu- 
merous insurance 
men at the exhibit 
which featured 
services of the in- 
dependent agent. 


New Hampshire Agents 


Name Jennison President 


Members of the New Hampshire Asso- 
ciation of Insurance Agents elected 
Arlon W. Jennison of Nashua as presi- 
dent at the 62nd annual meeting at 
Dixville Notch. He succeeds Edward R. 
Caveney of Hanover. Henry Weston of 
Claremont and John Jacobs of Berlin 
were elected vice presidents Seth Lam- 
son of New London is the new state 
national director. Robert E. Battles of 
Los Angeles, past president of the Na- 
tional Association of Insurance Agents, 
told the meeting that the “continuous 
policy is totally and utterly fatal to the 
American Agency System.” 


America Fore to Issue 
Directory at Dallas 


America Fore Loyalty Group will con- 
tinue its custom, first adopted 28 years 
ago in 1933, of publishing the directory 
of delegates and guests attending the 
National Association of Insurance Agents 
convention in Dallas this week. 

The directory will give agency or com- 
pany affiliations and home business ad- 
dresses in addition to hotel room num- 
bers. It will include all those who reg- 
ister before five o'clock Monday after- 
noon. Guests who register for the con- 
vention before they are assigned a hotel 
room will be able to phone their room 
number to America Fore Loyalty’s di- 
rectory desk as soon as they know it. 

The cover of the directory will be a 
full- color reproduction of F. C. Yohn’s 
painting, “The Battle of the Alamo.” This 
is the painting used in the group’s Sep- 
tember advertisements. Delegates may 
obtain prints of the painting in a size 
suitable for framing by filling out a re- 
quest card that will be distributed with 
the directory. 

The directory will be printed Monday 
night so that it can be distributed by 
breakfast Tuesday morning. In the past 
the directory was handed to delegates as 
they entered the meeting rooms on Tues- 
day morning. This year it is expected 
that the book will be ready early enough 
so that it can be delivered to the door 
of each room of the Statler Hilton, Sher- 
aton Plaza and the Baker Hotels. Guests 
from other hotels will obtain it in the 
usual way. 

This year’s directory will group names 
by home state so that delegates can more 
easily communicate with others from the 
same state. 


Agents Hear Young of INA 


Joseph C. Young, superintendent, In- 
surance Company of North America’s 
School for Agents, participated in the 
62nd annual meeting of the New Hamp- 
shire Association of Insurance Agents, 
Dixville Notch, N. H. Mr. Young, who 
heads INA’s “school within an industry” 
spoke on “Qualifying An Agent” at the 
September meeting. 

INA’s insurance training program, an 
intensive eight week course in principles 
of fire, marine and casualty insurance, 
was founded in 1947. Staffed by full- 
time, professionally trained instructors, 
the INA school since its inception has 
graduated more than 1,600 agents from 
all parts of the world. 
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HEART-WARMING..NEWS 


In 1948, Continental Assurance was the first company to under- 


write heart attack cases. . 
face amount? 


. an underwriting pioneer. The maximum 
A liberal (for those days) $10,000, but only if the 


applicant was recovered for five years. 


Today, Continental is still pioneering . . 
be eligible for up to $150,000 of protection . . 


back on the job full-time. 


. and the same case would 
. after only one year 


Any underwriting problems? They’re our specialty. We’re as near 


as your phone. 


General 
Agents 
Continental 
Assurance Co. 
Chicago, Ill, 


500 FIFTH AVENUE © NEW YORK 36, N.Y. 


H. MALCOLM TEARE 


Agency, Ine. 


* LO 4-8130 
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Prominent Agent Dies 


Matar 


FRANK J. ROGERS 

Frank J. 
City agent and president of the 
J. Rogers Agency, Inc., died September 
15 in New ‘Rochelle Hospital, New Ro- 
chelle, N. Y. He was 50 years of age 
and had about 33 
years, 


Rogers, prominent New York 


Frank 


been in insurance 


Mr. ‘Rogers started as an office boy 
for Hall & Henshaw and later became a 
special agent in the suburban field for 
that agency. He joined Fuller & Kern 
afterwards where he organized and man- 
aged the inland marine department. He 
then repeated this procedure in the 
Mezey Agency, Inc., heading up the de- 
partment for nearly eight years. In Oc- 
tober, 1949. Mr. Rogers resigned to 
form his own agency which has success- 
fully represented several insurance com- 
panies for various lines of coverage. He 
was a frequent writer of articles on in- 
surance selling for The Eastern Under- 
writer and other publications. 
















LIFE COMMISSIONS 
CLIMB TWO WAYS 
with WEGHORN and 
CANADA LIFE... 


first, because Canada Life 
pays 20% higher commis- 
sions. Secondly, because | 
Weghorn provides the sales 
ideas that pay off in higher 
volume. New merchan- 
dising approaches and #f 
comprehensive illustrations | 
develop add-on sales in ff 
Accident & Sickness. You'll | 
be able to draw on a staff | 
of specialists in Life and } 
A&S sales. It’s Weghorn’s 
all-under-one-roof |} 
approach—one more way | 


WEGHORN BUILDS BETTER 
BUSINESS FOR BROKERS. 
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Auto Arson Meeting 
In Chicago This Week 


AUTO FIRES ARE ON INCREASE 
Insurance Men, Law Enforcement Au- 
thorities, Fire Department Personnel 
To Disduss Growing Problem 





\n automobile arson conference is 
scheduled in Chicago September 28 to 
acquaint insurance company men, law 
enforcement authorities and fire depart- 
ment personnel with the growing problem 
of auto fires in metropolitan Chicago. 
The conference will be conducted by the 
National Automobile Theft Bureau, in 
cooperation with the Illinois state Fire 
Marshal’s Office, the Chicago Fire De- 
partment and the Police Training Insti- 
tute and Firemanship Training Division 
of the University of Illinois Extension 
Division. 

“Scheduling of this conference in Chi- 
cago,” says William J. Davis, manager 
of the Theft Bureau, “is due to the sub- 
stantial increase in the number of auto- 
mobile fire losses reported by member 
insurance companies in the Chicago 
metropolitan area during the current fis- 
cal year period.” 

Five Similar Conferences Held 

The auto fire problem and investigative 
techniques designed to cope with the sit- 
uation will be outlined at the morning 
session. That afternoon an auto burning 
demonstration will be held. The morning 
program will be conducted at the Stock- 
yard’s Inn and the afternoon demonstra- 
tion on a parking lot behind the Inter- 
national Amphitheatre. Similar confer- 
ences have been completed in Kentucky, 
Tennessee, Missouri, Oklahoma and 
Michigan. 

Included on the planning committee 
for the Chicago meeting are State Fire 
Marshal William J. Cowhey; Chicago 
Fire Commissioner Robert J. Quinn; 
Stanley C. Robinson, dean of the Uni- 
versity of Illinois Extension Division; 
Ervin H. Warren, director of the Uni- 
versity’s Police Training Institute; Prof. 
Robert K. Newton, director of the 
school’s Fire College; Joseph Fetters, 
supervisor of firemanship training at the 
University, and ‘Manager Davis, Assist- 
ant (Manager Don Armstrong and Spe- 
cial Agents John Hopkins and Rober 
Sattler of the Theft Bureau. 


Boston Appoints Muller 
Hull Manager in New York 


E. N. Muller, Jr., has joined the New 
York department of the Boston Insur- 
ance Co. as manager of the hull depart- 
ment. Mr. Muller was formerly with the 
Insurance Company of North America. 
At the same time J. F. Wehner assumed 
the position of manager of the cargo 
department, 


MERITmatic Auto Plan 
Is Approved in Louisiana 


Zurich-American Companies announce 
the approval of their MERITmatic auto- 
mobile plan in Louisiana effective this 
month. Written in the American Guar- 
antee & Liability, the plan combines the 
family auto policy with the MERIT- 
matic principle, including reduced rates 
and electronic billing on a semi-annual 
basis. It offers auto liability, physical 
damage, medical payments and optional 
uninsured motorist coverages. 

The MERITmatic family automobile 
policy will be sold through especially ap- 
pointed MERITmatic agents in Louis- 
lana. The family auto policy will still be 
available at standard rates through 
agents of the Zurich Insurance Co. 


Catastrophe Plans on 
NAIA Meeting Program 


How the insurance industry handles 
catastrophes will be explained by rep- 
resentatives of the National Board of 
Fire Underwriters and the General Ad- 
justment Bureau independent 
agent at the opening general session of 
the 65th annual convention of the Na- 
tional Association of Insurance Agents, 
September 24-27, Dallas, Texas. 

This program highlight is in addition 
to the convention features previously an- 
nounced, headed by the principal speaker, 
General Nathan F. Twining. “The Big 
Difference Professionalism,” is the 
theme of the meeting and advance reg- 
istrations indicate an attendance far ex- 
ceeding any previous annual NAIA 
meeting. 

“Catastrophes — How 
Handles Them” will be discussed by a 
three-man panel on Monday morning, 
September 25. The National Board Ca- 
tastrophe Plan will be covered by B. P. 

. Carden, general adjuster of the NB- 
FU. The GAB story on complete ca- 
tastrophe coverage will be presented in 
color slide form by J. Miazza, general 
manager, Southwestern department of the 
General Adjustment Bureau, Dallas, Texas. 
Rounding out the panel will be James J. 
Quinn, local independent agent from 
Bartlesville, Okla., who will tell how the 
agent operates in emergencies. 


and an 


the Business 


Texas Changes in Fire, 
EC and Homeowner Rules 


Substantial changes in fire and ex- 
tended coverage rates and rules, to be 
effective October 2, are announced by the 
Texas Board of Insurance along with a 
farm and ranch package policy based 
on homeowner coverages. 

Fire and EC rate changes include a 
special dw elling schedule, which provides 
new flat premium rate tables for dwell- 
ings based on key rate charges and sub- 
ject to fire record credits or penalties. 
This eliminates the old rate analysis 
system for computing a specific premium. 

Major changes in the homeowners 
policy include mandatory elimination of 
the sonic boom damage exclusion, ad- 
dition of premium groups to take care 
of the new EC territory, addition of 
stucco class for premium rate charts, and 
provision for schedule personal property 
coverage. 


Bis Bill 
(Continued from Page 26) 


The first American city to switch from 
the Bertillon system to fingerprints was 
St. Louis. 

In 1905 the Army began fingerprinting 
its enlisted men and personnel and the 
Navy and Marine Corps followed suit. 
A fingerprint bureau was established in 
Department of Justice for Federal and 
State penal institutions, but two years 
later it was transferred to Leavenworth, 
Kansas, where it could be done more 
cheaply by prison labor. 

Finally a permanent Division of Identi- 
fication within the FBI was established. 

In 1955 more than 13,600 fugitives from 
justice were identified from fingerprints. 
By 1956 the FBI had a total of more 
than 141 million fingerprints on file, of 
which 30 million were in criminal files. 
In the civil identification section were 
112 million cards. 


Transportation of Dangerous Goods 


‘Captain Harry J. Parker, vice presi- 
dent and chief surveyor of the National 
Cargo Bureau, Inc., has returned to New 
York from the meetings of the United 
Nations ‘Committee of Experts for 
further Work on the Transport of 
Dangerous Goods, which were held in 
Geneva, Switzerland, from August 22 to 
September 1. Captain Parker,  to- 
gether with Charles Mayhood of the 
Manufacturing Chemists’ Association, at- 
tended as advisers to Charles B. Smith 
of the U. S. Coast Guard who was the 
expert representing the United States 
of America. The bureau's representative 
reports that much progress was made at 
these meetings in connection with the 
listing and harmonizing of the packaging 
of explosives for all means of transpor- 
tation throughout the world. In addition, 
many items were added to the previous 
listing of dangerous goods. 

National Cargo Bureau operates on all 
coasts of the United States and offers 


a cargo inspection service as well as a 
cargo gear inspection service, having 
been approved by both the U. S. Coast 
Guard and the U. S. Department of 
Labor as a gear certificz ating agency. Na- 
tional Cargo Bureau’s registers and cer- 
tificates on cargo handling gear are ac- 
cepted by the principal traditional mari- 
time countries and are in conformity with 
the Convention Concerning the Protection 
Against Accidents of Workers Employed 
in Loading or Unloading Ships (Revised), 
ILO Convention No. 32. 

In the past, National Cargo Bureau, at 
the request of the U. S. Coast Guard, 
has printed a booklet, “General Infor- 
mation for Grain Loading Including U.S. 
Coast Guard Regulations for Bulk Grain 
Cargo” and another booklet, “Stowage of 
Bulk Cargoes Such As Ore, Ore Con- 
centrates, and Similar Cargoes When 
Carried in General Cargo Vessels.” These 
booklets have been well received in the 
maritime industry and have been widely 
distributed throughout the world. 





Allstate and INA Seek 
Apt. Deviations in N. C. 


Allstate Insurance Co. has asked for 
a 10% deviation and the Insurance Co. 
of North America for a 5% deviation 
on the multiperil program for apart- 
ments in North Carolina. Insurance 
Commissioner Charles F. Gold set a pub- 
lic hearing on the filings for 10 A.M. on 
October 3, with Allstate to be heard first. 

A hearing has been indefinitely post- 
poned on another deviation request made 
by Vanguard Insurance Co., an affiliate 
of Republic Insurance Co. of Dallas, 
Texas. Vanguard is seeking to deviate 
15% on fire and allied lines and 10% 
on homeowners. A_ hearing originally 
was set for August 15 but the company 
failed to advertise as required by law 
within 10 days of the hearing and a 
postponement was ordered. No new date 
has been set. 


Nationwide Promotes Three 


In Its Office of Claims 


Three promotions have been made in 
the Office of Claims at Nationwide In- 
surance in Columbus, Ohio as follows: 

Robert L. Stephens ‘thas been named 
director of the claims research depart- 
ment. An Ohio State University grad- 
uate, he joined the companies in 1950. 
He has been claims research manager 
for the past year. 

Jared Darlington has been appointed 
director of the claims reserves depart- 
ment. A graduate of Pennsylvania State 
University, he joined Nationwide as an 
agent 28 years ago. He has been claims 
manager of the New Jersey region since 
1958. 

Merle W. McCartney 
policies director. 





becomes claims 
Starting as an agent in 
1937 he entered the claims field two 
years later. He has been Nationwide’s 
claims manager for western Pennsylvania 
since 1954. 


FIREMAN’S FUND DIVIDEND 

The Fireman’s Fund Insurance Co. 
has declared a quarterly dividend of 50¢ 
a share on the capital stock of the com- 
pany, payable October 16. 


Special Arbitration Plan 
To Operate Coast to Coast 


A special arbitration committee will 
begin operation in Chicago September 
26 and by the end of 1961 committees will 
be established in major cities from coast 


to coast Designed to ease court conges- 


tion, the broadened special arbitration 
agreement was made available to the 
casualty insurance industry throughout 


the country after its success was proven 
in a pilot project in the New York metro- 
politan area. 

Since arbitration 
been introduced in Newark 
and Philadelphia and ar 


spring, special com- 
mittees have 
e slated to begin 
work in San Francisco and Los Angeles 
the end of the 
year a committee is also expected to be 
formed in Atlanta. 

Special arbitration provides the facility 


in November. Before 


through which signatory companies can 
resolve without going to trial inter-com- 
pany disputes arising from co-defendant 
situations or coverage questions. 

N. Morgan Woods, claims manager of 
the Association of Casualty & Surety 
Companies, said the arbitration agree- 
ment went into effect in metropolitan 
New York in 1957 and has proved an ex- 


cellent method of settling many claims 
without going to trial. : 
Members of the ACSC and the Na- 


tional Association of 
Companies are cooperating in broaden- 
ing the special arbitration committee 
program throughout the country. Earlier 
this month, 19 new companies joined the 
project, bringing the total number of 
participating casualty companies to 140 

In each city where the plan has been 
put into effect there are about 30 com- 
mittee members. Assignments in the 
cities now using special arbitration are 
made through Mrs. Helen Heckert, In- 
surance Federation of Pennsylvania, 
Philadelphia; (Mrs. Wanda Paris, Fire- 
man’s Fund, Newark, N. J. and Bernard 
Hines, Jr. of the Casualty & Surety As- 
sociation in New York. 
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Monte Carlo Rendez-vous Attended by 
684 Men and Brokers Sept. 6-9 


By Wii F. Deraney, Jr. 


annual international Rendez- 


The fifth 
yous at Monte Carlo for insurers and re- 
insurers was held September 6-9 and 
was the most successful meeting to date 
Attending were 526 company men and 
58 brokers, coming from all parts of the 
world and representing 32 countries. 
They met in an informal atmosphere to 
arrange for and to discuss insurance and 
reinsurance. 

The companies re posnenaee were from 
the United States, E ngland, France, Hol- 
land, . Austri: 1, Belgium, Chile, Den- 
mark, Egypt, India, Iran, Ireland, Israel, 
Italy, ie A, Louenhent g, Liechtenstein, 
Morocco, Mexico, Norway, Philippines, 
Poland, Sweden, Switzerland, Turkey, 
Union of South Africa, Venezuela and 
Russia 

The future of the September Rendez- 
vous seems assured. Companies and 
brokers make plans well in advance to 
use the Monte Carlo meetings as the 
time and place to resolve problems aris- 
ing during the year. The lobby of the 
internationally known Hotel de Paris, 
just across the street from the famous 
Monte Carlo casino, becomes a busy in- 
surance and reinsurance exchange. 

The conference was marked by an 
impressive and encouraging display of 
how it is possible for insurance men from 
a large number of countries to arrange 
reinsurance and to discuss individual in- 
surance problems. The individual mem- 
bers are strong competitors in many 
cases, but this did not prevent a strong 
feeling of comradeship and sincere co- 


operation. 


Warmly Welcomed by Andre Roux 


Andre Roux, president and general 
director of the Compagnie D’Assurances 
Generales Contre Les Accidents, Paris, 
welcomed Americans from both North 
and South America. Certainly the cor- 
diality with which we were greeted was 
most warming and heartening. ‘The 
American delegation, smaller than in 
previous years, included well known com- 
pany executives and reinsurance brokers. 
Insurance ties between the United 
tates and the continental markets are 
bece ming more evident. There is a grow- 
ng feeling of cooperation between the 
American companies and the European 
companies which is gratifying. 

Among the Americans, Harold J. Toso 
tf Sayre and Toso, Inc., attended the 
meeting for the first time. His Cali- 
fornia organization, representing many 
\merican companies, also has Lloyd's 
of London connections and represents 
several foreign companies, among them 
The Seven Provinces. Dirk Quint, its 
general managing director, and Anthony 
Maat, managing director, were on hand 
and met with Mr. Toso, an old friend 
Impressed with the value of the Rendez- 
vous as were others attending, Mr. Toso 
said that his attendance there saved 
him several months of travel 


St 





AFIA and INA Well Represented 


The American Foreign Insurance Asso- 
ciation was well and ably represented 
by T. B. Brown, Jr., vice president, Alain 
d’Arthuys, manager in Paris, and Peter 
C. Blauth, manager in London. 

The Insurance Co. of North America 
was much in evidence thanks to John A. 


Diemand, Jr., ‘Milos R. Knorr, E. Ernest 
Feer, Commander Alfredo Federici, C 
W. V. Baker, R. H. Green, and Z. M. 
Zmigrodzki. 

The remainder of the United States 
group consisted of the following: Schuy- 
ler Merritt, IJ and Elmer N. Dickinson, 
Jr., Commerce and Industry Insurance 
Co.; William F. Delaney, Jr., Delaney 
Offices Incorporated; Jerome J. Greils- 
heimer, Greilsheimer & Son, Inc.; H. 
Alexander Stebler, U. S. & Foreign Man- 
agement, Ltd.; John J. Roberts, Ameri- 
can International Underwriters; Hans 
R. Pollak, Jefferson Insurance (Co.; 
Arnold Herzfeld and Thomas B. Herz- 
feld, Bleichroeder, Bing & Co., Inc. 


Origin of the Rendez-vous 


The September Rendez-vous originated 
five years ago as an offshoot from the 
meetings of the International Marine 
Union. Brokers and fire and casualty com- 
pany men, in increasing numbers, had 
been attending the meetings of the In- 
ternational Marine Union. Gradually 
their number overshadowed the marine 
attendance and made the marine meeting 
unwieldy due to its large attendance. 
The International Marine Union quite 
properly decided to limit its meeting to 
invited marine members. The brokers 
and the fire and casualty company men 
realized that an excellent opportunity 
for meeting together had grown up. 
Therefore, they decided to establish a 
separate convention to be held annually 
in Monte Carlo. The usefulness of this 
meeting is now generally accepted. 


Purpose 


“Le Rendez-vous de Septembre,” as it 
is called, now has assumed a form all its 
own. Its outstanding characteristic is 
the complete absence of formal organiza- 
tion and the complete absence of formal 
meetings. No resolutions are adopted. 
The purpose is to permit the company 
men and brokers to meet in one place to 
transact business, be it insurance or re- 
insurance. It is not a meeing where 
you will find a great deal of new busi- 
ness, but rather a meeting where every- 
body has an opportunity to settle out- 
standing problems since so many com- 
panies are gathered together in one place. 
T. B. Brown, Jr., vice president of the 
American Foreign Insurance Association, 
describes the purpose of the meeting 
as follows: 


Observations of T. B. Brown of AFIA 


“Reinsurance requires a considerable 
degree of personal contact. For someone 
like myself, and this must apply to many 
colleagues in other countries, it is im- 
possible to visit frequently the 308 com- 
panies in the 44 countries where we main- 
tain treaty relations. Also bear in mind 
the expense that would be incurred, 
which today, with incre asing loss ratios, 
is a factor that is very pertinent and of 
concern to many of us. Of first impor- 
tance, therefore, are the personal meet- 
ings with our friends from all over the 
world to exchange views and settle any 
outstanding matters which can be done 
so much better by personal contact than 
by correspondence. 

“We are all seeking new sources of in- 
come, and in this respect, too, the new 
contacts made are of great importance. 
Again, it is not the new business nego- 
tiated on the spot but the contacts and 


introductions which later lead to new 
sources of income. 

“In recent years companies in the 
United States are increasingly being ap- 
proached for overseas reinsurance cov- 
erage and much of the business offered 





WILLIAM F. DELANEY, JR. 


emanates from the European markets. 
Such markets each have their own pecu- 
liarities, and since underwriting results 
are often a matter of speculation, first- 
hand knowledge is essential. For this 
reason alone representatives of United 
States companies interested in overseas 
reinsurance will find the September 
Meeting of great value.” 

Andre Roux, president and general di- 
rector of his company in Paris (afore- 
mentioned), is the guiding hand behind 
the September Rendez-vous. Without 
appearing to do so, he communicates his 
enthusiasm for his work to all attending 
the meeting. Ably assisted by Jacques 
\V. Papon of the same company, he makes 
certain that the Rendez-vous is kept on 
an informal basis. 


Committee in Charge 


The Rendez-vous is handled by a di- 
rection committee which includes James 
O. Nichols, president of the American 


The Author 


William F. Delaney, Jr., whose firm 
does a domestic and world-wide rein- 
surance business, has a background of 
nearly 20 years in this field. From 1943 
to 1945 he was with American Interna- 
tional Underwriters Corp. as_ general 
counsel. He left there to become the 
New York reinsurance manager for Fair- 
field & Ellis. For the past seven years he 
has been managing his own reinsurance 
brokerage firm, Delaney Offices Incor- 
porated. 














naman ne 
Foreign Insurance Association, and the 
following: 

Austria Gustav Schmidt-Birkheim, general 
manager, Wiener Allianz Versicherungs Gesell- 
schaft of Vienna, 

Belgium—Georges Martin, general director of 
the La Royal Belge of Brussels. 

Denmark—L, Koefoed, general director of the 
Aktieselskabet of Copenhagen. 

England—C, C, Calburn, general director of 
the Mercantile & General Reinsurane Co., Ltd. 
of London. 

France—Andre Roux, president and general 
director of the Compagnie D’Assurances Gen- 
erales Contre Les Accidents of Paris. 

Germany—W. Labes, general director of the 
Kolnische Ruckversicherungs Gesellshaft of Col- 
ogne. 

Holland—F. C, D. M. Rauwenhoff, director of 
the Universeele Reassurantien Maatschappij of 
Amsterdam, 

Italy—Prof. Bruno de Mori, general director 
of the Unione Italiana di Riassicurazoni of Rome. 

Norway—Per M. Hansson, general director of 
the Storebrand Insurance Company, Ltd. of 
Oslo. 

Portugal—Visconde de Botelho, general direc- 
tor of the Gremio Portugues of Lisbon. 


ADD LIFE INS. TO LINES: LE > 


Harleysville Insurance Cos. V.P. ‘Yells 
Fire, Casualty Agents “Multip 
Line Selling is Necessary” 

Fire and casualty agents were u ced 
to add life insurance to their portf..\5s 
thus to stimulate their own profit growth 
as well as to improve service to the jy 

ing public. 

The chal! enge was made at the re ent 
Conference of Mutual Casualty C»om- 
panies at the Conrad Hilton Hotel, ( hi- 
cago, by Otto C. Lee, vice presi it, 
sales, of the Harleysville (Pa.) Insurance 
Companies. 

Mr. Lee’s own group recently foun Jed 
the new Harleysville Life Insurance Co. 
The stock company, operating initi lly 
in Pennsylvania, is owned prery | by 
Harleysville Mutual Casualty, and iH 
leysville Mutual Insurance Co. 

Asserting that many are convinced that 
“multiple-line selling is necessary for = 
perpetuation of both agencies and com- 
panies,” Mr, Lee stated that “mon a 
fear and pride” are the three main forces 
that motivate fire and casualty agents 
also to sell life insurance. 

“Some agents sell entirely because of 
money,” Mr. Lee declared, “others be- 
cause of fear of losing an account to 
competition. “But, often the most impor- 
tant factor is pride—pride in doing a 
job well, pride in being a professional, 
pride in making sure this (the agent’s) 
clients are fully protected, pride in 
being recognized as Mr. Insurance Man 
in his community.” 

Agents trained for the life insurance 
field, Mr. Lee added, need to be instilled 
with the desire to become professional. 
He defined a professional as “an enthusi- 
astic, forthright person with special 
training who is motivated by a sincere 
desire to serve.” 

Mr. Lee concluded that “agents who 
enter the life insurance field enthusiastic- 
ally have splendid opportunities to in- 
crease their incomes in a field that has 
almost unlimited potential for expan- 
sion.” He cited statistics showing that 
90% of life value is uninsured today. 


Aetna Casualty Safety Film 
Now Being Shown in Moscow 


An educational safety film produced by 
Aetna Casualty & Surety has been se- 
lected by the United States Information 
Agency for showing in Moscow this fall. 

Hundreds of thousands of Soviet citi- 
zens will see excerpts from “Outboard 
Outings,” a prize-winning boating safety 
film, at our government’s “Transporta- 
tion, U. S. A.” cultural exchange exhibit 
which opened September 23. 

Scenes from the Aetna Casualty color 
movie will be included in one of four 
films on different aspects of transporta- 
tion in American life. The U.S.LA. said 
“Outboard Outings” was selected because 
of its “superior technical quality.” 





Spain—Louis Hermida, general director of the 
La Union Y El Fenix Espanol of Madrid. 

Sweden—M. Calderen, general director of the 
Skandia Reinsurance Company. 

Switzerland—Dr. Hans Grieshaber, general di- 
rector of the Union, Societe de Reassurances of 
Zurich, 


Link to Western Hemispheric 
Conference 


In a desire to establish a link with the 
Western Hemispheric Insurance Confer- 
ence to be held October 18, Mr. Roux, 
Mr. Gabriel (Chenaux de Leyritz and Mr. 
Brunaire will attend ithe meeting in Lima, 
Peru. 

At the Rendez-vous, Georges Martin 
of the La Royal Belge, Belgium, gave an 
interesting talk on insurance and rein- 
surance in his country. Jose M. Sunyer, 
general director of the La Nacional De 
Seguros, then spoke on the problems of 
insurance and reinsurance in Spain. 

The next [Rendez-vous will be held in 
Monte Carlo September 10-15, 1962. Indi- 
viduals desiring to attend may make ar- 

rangements by writing to the Bureau of 
Tourism, Monte Carlo, Monaco. Hotel 
reservations should be made well in ad- 
vance either through the bureau or di- 
rectly with the hotel. 
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N.J. Agents Hear Reports of Casualty, 


And Accident Prevention Committees 


New Jersey insurance agents at their 
reccnt annual meeting in Atlantic City 


head a prediction that all companies 
would accept a standard application form 
for merit rating and a plea to become 


mo-e actively involved in the promotion 
traffic safety. 

his report as casualty committee 
ch. irman, Edwin M. Rothberg, who made 
th prediction, stressed his committee’s 
work toward the acceptance of uniform 
rates. Said he 

“At the mid-year meeting we presented 
a ‘new look’ on automobile assigned risk 
plans. Since then, the National Bureau 
brought out a revised plan—known 
Plan B—for a uniform automobile 
ey risk plan. The main purpose of 
n B is ‘uniform rates’; that is, all of 
a insurance companies ‘would use the 


same rates in writing of the assigned 
risk business. In today’s market with 
the use of the merit de-merit and/or 


the old schedule surcharges, this would 
be very attractive to the industry. At 
least it would give us one segment of 
the automobile industry wherein we 
could definitely quote a cost.” 


Watching Kordja Bill Closely 


Turning next to the Kordja bill in the 
New Jersey Legislature, Mr. Rothberg 
commented: “The bill affects the uninsured 
motorist coverage outside the state of 
New Jersey. It is being watched by 
your committee along with the legisla- 
tive committee, The Kordja bill will pro- 
vide provision for New Jersey motorists 
to collect for injuries sustained by an un- 
insured motorist outside of the state of 
New Jersey. 

“We also are watching closely the dis- 
cussion going on at the national level 
concerning the rating of automobiles— 
that is, Use vs. Ownership. It is difficult 
to keep up with all of the various chang- 
es that are going on in the automobile 
field. We are all aware of the modifica- 
tion proposed for the second car dis- 
count. This, I understand, is beyond con- 
templation and actually ‘in the works.’ 

“Another item which has finally 
reached a stage which can be reported, 
is the possibility of receiving commis- 
sion on workmen’s compensation risks 
assigned. In this behalf we are not work- 
ing alone, but with the committee from 

he Mutual Agents and the Brokers As- 
poet The insurance producers of 
New Jersey are presenting possibly the 
first ‘united front’ in this respect. 

“I believe that we should see definite 
action within the next year. An amend- 
ment of the Insurance Laws has been 
presented to the legislature to permit 
the payment of a commission for work- 
men’s compensation. At the present time 
it is in committee and we hope will soon 


be acted upon. In the meantime your 
committee is reporting more than just 
‘progress.’” 


In making a plea for more_ vigorous 
insurance participation in traffic safety, 
Milton H. Grannatt, Jr., accident pre- 
vention committee chairman declared: 


1960-61 Year “Most Successful” 


“Your Accident Prevention Committee 
is pleased to report that the 1960-1961 
year was a most successful one. The 
1960 Safe-Driving Citation Award Pro- 
gram was completed on August 13th 
with the presentation of the Distin- 
guished State Citations on Governor 
Robert Meyner’s television program. 

“The program attracted the largest 
number of entries that we have had since 
going over to the inventory type of 
questionnaire: 217 communities from all 
parts of the state participated. Sixty- 
two percent of the communities of over 
10,000 population participated in our 
program—whereas the National Safety 
Council has been able to enroll less than 
30% in their more comprehensive inven- 





tory program. In the 5,000-10,000 bracket, 
we had 50% and, in the under-5,000 popu- 
lation communities, we had 22% entries. 

We feel that this showing was most en- 
couraging and look forward to a contin- 
ued gain during this next year’s program. 

“Two meetings were held in January 
to familiarize the committee members 
with the program. These were joint 
meetings of the Accident Prevention and 
Public Relations Committees—to which 
we invited the County Traffic Safety 
Coordinators; and it is a real pleasure 
to report that all but two of the coordin- 
ators attended. Their cooperation has 
been outstanding throughout the year; 
in fact, some of them have done the work 
of our own committee members. This 
coordinated effort resulted in a gain for 
13 of our county boards showing an in- 
crease in the number of communities 
participating in the program—and two 
others holding equal with the preceding 
year.” 

Mr. Grannatt called the high point of 
the year “the winning of the National 
Recognition Award from the Chamber of 
Commerce of the United States, for the 
association’s S-D citation Awards Pro- 
gram. Six of these national recognition 
awards were presented to three state 
and three national associations for out- 
standing achievement in business and 
public interest during 1960. 

“We are extremely proud that our S-D 
Awards program has been so honored to 
be named in such distinguished company. 
Needless to say, we are equally pleased 
that our program was named last Sep- 
tember for the Highway Safety Award 
of our own national association,” he 
said and continued: 

“Another high point this year was the 
presentation of our top awards on the 
Governor’s TV program — just a few 
weeks ago. In the early years, our 
awards were sandwiched in with other, 
unrelated activities—although we man- 
aged to stretch the time a little bit more 
each year. Last year, we were able to 
have a program which concentrated on 

safety, from the overall viewpoint. This 
year, our awards were made the feature 
of the entire program—and the Gov- 
ernor’s other guests were limited to dis- 
cussing traffic safety. 


Tables Turn on Governor 


“After all of our awards had been pre- 
sented by Governor Meyner, we turned 
the tables by presenting him with a 
special citation of our esteem for his 
cooperation with our program over the 
years. The citation was beautifully done 
—and the Governor was very appreciative 
of our action. 

“For the second year, we enjoyed the 
generous cooperation and interest of a 
group of distinguished business and pro- 
fessional leaders of our state—who vol- 
unteered to serve as judges for our Dis- 
tinguished State ‘Citations. This is an- 
other major facet in our plan to develop 
a favorable image for you and your as- 
sociation, in the field of traffic safety. 
How successful we have been can be 
measured by the caliber of these judges 
who willingly devoted their valuable time 
and prestige to our program. Needless 
to say, the story they carry back to their 
own organizations will certainly do us no 
harm! 

“Once again this year we have been 
trying to encourage more communities 
to participate in ithe National Safety 
Council’s Annual Inventory of Traffic 
Safety Activities. This program is the 
very foundation of organized traffic safe- 
ty programs at the grass-roots level . 
yet we learn that our state ranks 45th in 
the country! At the specific request of 
the National Safety Council, we have 
made this one of our major activities, be- 
cause we believe that greater participation 
in this activity would be of value to every 
community — and would unquestionably 
result in improved traffic safety results.” 












NATIONAL ADVERTISING 
SMOOTHES THE wayr/ 


Starting this fall, a big new national advertising campaign will 
smooth the way for sales calls for the independent local agents 
of Kemper Insurance companies. Millions of prospects will 
learn of the top-notch service and facilities offered by Kemper 
Insurance agents through influential advertising on NETWORK 
TELEVISION AND IN NATIONAL MAGAZINES. 





This is our way of helping the agent, and his sales story, 
become known to his prospects even before sales calls 
are made. This prestige national advertising smoothes the way 
— pre-sells the agent's personal service and the full-line facil- 
ities and savings possibilities he offers — makes his selling 


job easier. 


(KEMPER >) 


INSURANCE 








Chicago 40 


LUMBERMENS MUTUAL CASUALTY COMPANY—AMERICAN MOTORISTS INSURANCE COMPANY 
AMERICAN MANUFACTURERS MUTUAL INSURANCE COMPANY 
FIDELITY LIFE ASSOCIATION—FEDERAL MUTUAL INSURANCE COMPANY 
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A 
I Mr. N. C. Flanagin, President Name 
| KEMPER INSURANCE 
| Chicago 40, Illinois Agency Nome 
| | would like to know more about the 
| advantages of representing a Kemper 


Address 


Insurance company. 


City Zone 
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education programs through use of tele- 
y I : ° D ° Ed ° ( ; vision. Similar recognition has ers 
r given to televised driver courses by the 

elevised river ucation ou se Mutual Insurance Rating Bureau. — 
New York State high school pupils are 
4 4 the first to receive rate reductions for 
Recognized for Insurance Discounts televised courses taken in schools. Dis- 
counts of 10% have been in effect, how- 
ever, since 1955, for males under 25 who 


The good news is that male students derwriters Association and the National commlntad ronceniaed comcecs. Yous 


who enroll in recognized driver education Bureau of Casualty Underwriters have 


Their decisi ote. oe women pay the same rates as adults and 
courses in New York St: pe hi “7 schools are 56 4 ame per eee vgs the discounts do not apply to them. 
“an 7 AN Ye ade accordance ne 
can now take part of their classroom ported, was made in a ; for Di 

; : i , or Discounts 
instruction over television in schools and State Education Department's plan to To Meet Requirements ; 
still qualify for automobile insurance upgrade instruction, cut driver education To meet rate reduction requirements, 
discounts. the National Automobile Un- costs and include more schools in driver a course must provide 30 clock hours of 


‘We're 
on the job 
almost before 
you 
hang up 
the 
phone! 
Our more than 50 offices are staffed with men who are not only quick, but 
experienced, knowledgeable and fully-trained, too. And best of all, they’re 
ready to help you with all your insurance problems. Our speedy service and 


fast claims settlement are just two reasons why we say: We write 27 different 
kinds of insurance, but we have only one policy—satisfaction! Please try us. 


AMERICAN SURETY COMPANY / PACIFIC NATIONAL FIRE INSURANCE CO. ; 5 
Administrative Offices: 100 Broadway, New York 5, New York *, : 





classroom instruction and six hours of 
actual driving experience. For three of 
the six experience hours, 12 hour ta a 
simulated driving device may be stlsti- 
tuted. 

The television course will meet par: of 
the classroom requirement, it jis ex- 
plained. It must be supplemented bs ad- 
ditional classroom instruction and the 
required amount of behind-the- whee! exe 
perience, the NNAUIA and NBCU sai 

School authorities expect televisio to 
be superior to visual aids formerly used 
in the classroom to illustrate dri ing 
situations such as parking procedures and 
turns at busy intersections. 

The_curriculum_was prepared by the 
State Education Department in cooper- 
ation with the Bureau of Motor Vehicles, 
the Traffic (Commission and the S 
Police. 

Only 683 of New York State’s 826 high 
schools offered driver education courses 
that met national standards during the 
past school year, according to a survey 
conducted by tthe Insurance Institute for 
Highway Safety. Of the 151,483 pupils 
eligible, only 51,892 completed such a 
course. Students taking sub-standard 
courses numbered 38,045. There were 61,- 
546 students who had no driver educ 
tion course at all. More than 50,000 
pupils who had sub-standard courses or 
none at all, were boys who would have 
been eligible for insuranice discounts. 

“he lessons will be telecast over Chan- 
nel 11, Station sings New York, as 
part of the Regents | =ducational Tele- 
vision Project. Students will view the 
half hour programs in school. The 
course covers 15 weeks and will be given 
twice a year. Lessons will be telecast 
twice weekly at 12:30 P.M. and 2:30 
P.M. and tests will be administered at 
five week intervals. 





Program Set for 50th Anniv. 
Meeting at White Sulphur 


The annual joint meeting of the Na- 
tional Association of Casualty & Surety 
Executives and the National Associa- 
tion of Casualty & Surety Agents will 
be held at the Greenbrier, White Sulphur 
Springs, W. Va., October 8 through 11] 
The gathering marks the 50th anniver- 
sary of NACSE and 48th year of NACSA 

A discussion of rate regulatory laws 
is scheduled for the first business day 
It will be moderated by the president of 
the two organizations, James M. Craw- 
ford, vice president, Insurance Co. of 
North America, and Guy T. Warfield, 
president of Warfield- Dorsey Co., Balti- 
more. Representatives of the National 
Association of Insurance Brokers and 
the National Association of Surety Bond 
Producers have accepted an invitation to 
participate. 

The second day will be devoted to 
business meetings and the third day the 
NACSA will conduct a discussion of some 
of the industry’s problems. A_ banquet 
will be held Monday evening at which 
the Virginia Military Institute Glee 
Club and Miss Ethel Casey, soloist, will 
entertain, 

This marks the 50th year that the two 
associations ‘have gathered in joint ses- 
sion. The executives’ group, founded 
in 1911, met that year informally with 
representatives of the agents. Two years 
later the agents’ organization was of- 
ficially founded. Except for the years 
during World War II both associations 
have been convening regularly. Most of 
the meetings have been held at White 
Sulphur Springs. 





B. A. Sifford, Jr. to H. O. 


Benton A. Sifford, Jr., assistant man 
ager, western department of Fireman's 
Fund and associates, has been trans- 
ferred to San Francisco where he is join 
ing the home office auto-casualty staff 
under Vice President J. R. MacKay’s 
direction. 

For the last 11 years he has been sta- 
tioned in the Fund’s western depart- 
ment, Chicago, where he served as man- 
ager of the auto-casualty limes and more 
recently as assistant Group manager. 
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Travelers Names Boland Brokerage Mgr.; Appoints Two 





JOHN R. 


BOLAND 


Jolin R. Boland has been named bro- 
kerage manager, casualty, fidelity and 
surety department at the 80 John St, 
N. Y. City office of The Travelers. 

Mr. Boland joined The Travelers in 
1952 as a field supervisor, casualty, fidel- 
ity and surety department at the Brook- 
lyn office and went to 80 John St. in 
1956 as assistant manager. 

The Travelers also “made two other 
appointments in the casualty-fire agency 





H. C. Nuttle, Asst. Secretary 
For F. & D., to Retire Oct. 1 


Harold C. Nuttle, an assistant secretary 
for Fidelity & Deposit Co. and for the 
past 41 years a member of its claim 
department, will retire on October 1 
under the provisions of the company’s 
retirement program. 


A native of Denton, Md., Mr. Nuttle 
attended Dickinson College (Carlisle, 


Pa.) and holds a law degree from Uni- 
versity of Maryland law school. He is a 
member of the Maryland bar and of the 
city and state bar associations. He also 
is a member of the Engineers’ Club of 
Baltimore and has served as president 
of the Eastern Shore Society of Balti- 
more City and of the Casualty and Surety 
Club of Baltimore. 


Companies May Seek Higher 


Auto Cover Rates in Texas 

Costs of automobile insurance claims 
are rising at such a pace in Texas that 
insurance firms may have to seek higher 
rates in the future, it was asserted by 
R. B. Cousins, an attorney representing 
the Texas Automobile Insurance Service 
Office, in testifying at a hearing con- 
ducted in Dallas by an insurance inves- 
tigating committee of the lower branch 
of the state legislature. 

Mr. Cousins said individual 
were rising so high that they are off- 
setting any savings which should result 
from a present drop in the number of 
auto accident claims. The House com- 
mittee is continuing an investigation of 
an insurance rate increase of August 1. 


claims 


Elmer A. Twaits Honored 
For 25 Years With NBCU 


Elmer A. Twaits, secretary of the 
National Bureau of Casualty Under- 
writers, was guest of honor September 8 
at a luncheon given by his associates in 
recognition of his 25 years of service 
with the Bureau. 

William Leslie, Jr., general manager, 
presented Mr. Twaits with a gold watch 
in commemoration of the occasion, 

Mr. Twaits joined the Bureau in its 
automobile division in 1936, after grad- 
uating from Rutgers University with a 
bachelor of arts degree. He became NB- 

U assistant secretary in 1946 and secre- 
tary in 1960. Prior to entering Rutgers 
he attended Williams College. He is a 
fellow of the Insurance Institute of 
America. 


JACKSON ELECTED VICE PRES. 
The board of directors of Standard 


department. Promoted were: Patrick E. Accident has elected Robert L. Jackson 
Arneson, manager, Minneapolis, and T. vice president in charge of Pacific Coast 
J. Berwald, agency manager, Tampa, operations. Mr. Jackson, who joined 


Fla, 

Mr. Arneson joined Travelers in 1931 
and subsequently served at Kansas City, 
Oklahoma City, St. Louis and Hartford. 
In 1948 he went to Indianapolis as man- 
ager, casualty-fire lines. 

Mr. Berwald joined the company in 
1927 and subsequently served as assistant 
manager and manager, fire and marine 
agency department at Minneapolis. 


the company in 1936, was made manager 
of the agency and field coordination de- 
partment in 1954. He was appointed ex- 
ecutive secretary of the company in 1956 
and assistant vice president early in 
1961. A graduate of the Standard Acci- 
dent training school, he served as a lieu- 


tenant in the U.S. Army air forces in 
World War II. 
























PROFIT. SQUEEZ Ze 
On Your.General Lines??™ 
If Your LIFE Department Produces : 
$10,000 Annually-In LIFE;and /or © 
A&H and GROUP Premiums, Let Our 


GENERAL AGENT'S COMMISSIONS — 


Help Pay For Your TELEPHONE, SECRETARIAL: 
- SERVICES, HOUSING, and “GENERAL OFFICE 
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AGENT’S CONTRACT with the 
help of our GEN-A-RATER * & * *: 


~ WRITE TO AGENCY VICE PRESIDENT BILL. Goo e - 
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BANKERS NATIONAL LIFE. x & * & & INQUIRIES 
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Annual Prem.:Life 


City & State... 


NEW INDIANA W. C. PAMPHLET 
A new edition of the Indiana Work- 
men’s Compensation Law pamphlet has 
been published by the Association of 
Casualty and Surety Companies. The 
association said the revised pamphlet 
incorporates important changes in the 
law. It contains a digest and complete 
text of the workmen’s compensation law, 
occupational diseases act and pertinent 
supplementary laws, including all amend- 
ments enacted by the 1961 legislative 
session. Annotations of cases decided 


since publication of the last.edition also 
are included. 


WILLIAM F. GOOD, Agency Vice President 
BANKERS NATIONAL LIFE INSURANCE COMPANY 


t 
s 
é 
t 
i 
% 
4 
MONTCLAIR 6, NEW JERSEY 5 
: 
4 
a 
i] 
8 
t 


Page 42 


The Eastern Underwriter 


September 25, 1961 





THE EASTERN UNDERWRITER 





J. Owen STALSON 
President and Publisher 





Editorial Division 


CLARENCE AXMAN, Editor 


Anne MILLER, Asst.’ Managing Editor 


Epwin N. Eacer, Associate Editor 


L. JEROME PHILP, Managing Editor 
W. L. Crapp, Associate Editor 
Oxiver J. Jones, Associate Editor 


Swney S. WHIPPLE, Assistant Editor G. MARGUERITE SAMUELS, Editorial Asst. 





Business Division 


W. L. Crapp, Vice President-Advertising 


EvizapetH V. McGinty, Assistant Manager 





Subscription price in the United States and possessions, $7.50 a year. Canadian subscrip- 
tions, $9 a year. Foreign countries $10.50 a year. Single copies 30c. 


Remittances from outside the United States by Postal or Express Money Order or by Bank 


Draft, payable in United States Funds. 


Office and place of business 93-99 Nassau St., 


New York 38, N. Y. WOrth 2-4868. 





ARMY HELICOPTERS 

The Army is presently the world’s 
largest operator of helicopters which has 
influenced National Fire Protection As- 
sociation in July issue of its Quarterly 
to comment on accidents they have in- 
volving fire. 

The inventory of aircraft today indi- 
cates 50% of the U. S. fleet is rotary 
wing. However, the helicopter is ex- 
pected to comprise 75% of the Army 
aircraft by 1970. In addition to the 
increased percentage of rotary wing air- 
craft the total inventory of aircraft in 
the Army is scheduled to increase. NFPA 
says: “Planning figures indicate nearly 
2%, times as many helicopters within 
the Army in the next nine years as we 
have now. This added emphasis upon 
helicopters should call for an added em- 
phasis upon problems inherent to the 
helicopter. One of these problems is fire. 
Another is accidents.” 

According to the Army’s Board for 
Aviation Accident Research the period 
from July 1, 1957, to June 30, 1960, 42 
fire accidents were experienced. Deter- 
mining the cause of fire in an aircraft 
accident is usually very difficult. 

Conclusion of NFPA follows: 


A crash-fire problem exists in the heli- 
copter. Fatalities and serious injuries 
are resulting from postcrash fire. The 
aircraft dollar loss is excessive. The 
Army recognizes the fire ———- and is 
attempting to minimize the dangers in- 
volved. This will not be accomplished 
overnight, nor will it be solved alone. 
Only through cooperation of all inter- 
ested agencies and continued effort will 
the crash-fire hazard in helicopter opera- 
tions be reduced to a negligible factor. 


BEST’S LIFE REPORTS 
Best’s Life Insurance Reports, 1961 
edition, its 56th annual, has reached the 
public and proves to be one of the 
most remarkable, detailed c 
a section of 


chronicles of 
American and Canadian 
business published anywhere. It is re- 
markable because of its accuracy, com- 
pleteness and extent of its research and 
informaton. These reports are upon legal 
reserve companies, fraternal benefit so- 
cieties and associations operating in the 


United States. No longer is it possible to 
carry this annual volume in a side pocket 
because to be up to date the Alfred 
M. Best Co., Inc., has found it necessary 
to add approximately 100 pages each year 
until the 1961 edition consists of 2,365 
pages. 

Way out in front in number of domestic 
life insurance carriers is Texas which 
has 284 companies listed but not all of 
the vital statistics of these companies 
Arizona, Arkansas and 
Louisiana have an unusually large num- 
ber of companies. 


are described. 


Most popular title for an insurance 
company starts with the word Amer- 
ican. Twenty-six companies in Texas 
alone use it as the preface of the name 
of their Another 
name in U. S. insurance circles figuring 
in titles is 


company. popular 
National is also 

favorite as is International. Extremely 
popular is United. 
start the name of their company with 
Union and twelve with Home. 


“Great.” 
Twelve companies 


Fourteen 
use First. Old and Preferred continue 
popular cognomens. 

Connecticut has 8 domestic legal re- 
serve life insurance companies and so has 
Hawaii. Iowa, 17; Maine, 3; Massachu- 
setts, 15; New Hampshire 2; New Jer- 
sey, 15; New York, 38; Rhode Island, 3; 
W oe Viesinie. 4; Punito Rico, 4; and 
Canada, 54. 

Editor of Best’s Life Insurance Reports 
is John F. Guilfoyle, a veteran in the 
Best organization whose address, by the 
way, is 75 Fulton Street, New York. The 
volume sells for $30 which includes a 
subscription to Best’s life 
paper. 


insurance 


Dr. C. Arthur Williams, Jr. has been 
appointed to the administrative board of 
the S. S. Huebner Foundation for In- 
surance Education according to Dr. Gay- 
lord P. Harnwell, president of the Uni- 
versity of Pennsylvania. Dr. Williams, a 
professor of economics and insurance at 
the University of Minnesota, and for 
the past year a visiting professor at the 
University of Pennsylvania, is widely 
known through the numerous artciles he 
has written for insurance publications. 


Dr. Williams received his A.B., A.M., 
and Ph.D. degrees from Columbia Uni- 
versity where he specialized in insur- 
ance, economics and mathematical statis- 
tics. 








JOHN H. MULLER 


John H. Muller, senior vice president 
of Equitable Society, whose responsibili- 
ties in the real estate field include hav- 
ing supervision over planning and con- 
struction of the new home office build- 


ing in Avenue of the Americas, joined 
that company in 1937 as assistant man- 
ager of the city real estate department. 
Next, he became vice president in charge 
of the home loan and housing depart- 
ment. In 1951 he was made vice presi- 
dent in charge of the residential mort- 
gage department and in 1956 his respon- 
sibilities were increased to include gen- 
eral supervision of the farm mortgage 
and Gateway Center (Pittsburgh) de- 
partments. The following year he as- 
sumed direction of the home office build- 
ing. and home office administration de- 
partments. In 1958 he was made vice 
president of the buildings and adminis- 
trative services and in 1960 promoted to 
senior vice preesident, Mr. Muller is pres- 
ident of the Avenue of the Americas 
Association and vice chairman of the 
Board of Trustees of Stevens Institute of 
Technology. Lawrence Reiner, second 
vice president, is in charge of the real 
estate department of the Society. 


* * * 


Edward D. Duffield, 2nd and Karen F. 
Johnston were married this month in 
Whitinsville, Mass. Formerly of West 
Hartford, Conn., (Mr. Duffield is the son 
of Dickinson C. Duffield, associate actu- 
ary of The Travelers and Mrs. Duffield. 
The couple, after their honeymoon trip to 
Nassau, Bahamas, plan to make their 
home in Worcester, Mass. Mr. Duffield 
is the grandson of Edward Dickinson 
Duffield, president of The Prudential In- 
surance Co. of America, '1922 to 1938 and 
Princeton University, 1932-33. 

* * x 


W. H. Burhop, chairman of the board, 
Employers Mutuals of Wausau, has been 
elected honorary lifetime president of 
the company’s Quarter Century (Club, 
which grew to 165 members with the ini- 
tiation of 21 employes who observed their 
25th anniversary this year. The honor 
was conferred on (Mr. Burhop during the 
election of the regular slate of officers 
at the group’s annual meeting in Wausau. 
There were 155 persons attending the 
function, including J. C. Youmans, the 
first employe of the company, which 
this year is observing its 50 anniversary. 

* * * 


William H. Gillman, special reinsurance 
representative for (Republic National 
Life, has been named a fellow in the 
Life Office Management Association. 
Mr. Gillman started ‘his insurance career 
in (1949 and with various life insurance 
companies has held the posts of office 
manager, assistant controller and treas- 
urer before joining Republic National 
Life. He is a charter member of the 
Home Office Life Underwriters of Amer- 
ica and a member of the Veterans of 
Foreign Wars. 


Rear Admiral Sidney Souers, USN re- 
tired, chairman of the board, General 
American Life, has been appointed by 
Governor John M. Dalton to serve as 
chairman of the St. Louis district mem- 
bers of the 9l-member State Advisory 
Committee on Industry and Economie 
Development for Missouri. Another St, 
Louis member is Preston Estep, Tr:nsit 
Casualty Co. 


* * * 


Carolyn Dineen, daughter of Robert E, 
Dineen, vice president of Northwestern 
Mutual Life, and Mrs. Dineen, was mar- 
ried in Milwaukee September 9 to James 
Donald Randall. The groom’s father is 
Harold Milton Randall of Washington, 
D. C., a former member of the diplo- 
matic service. Following the reception at 
the Milwaukee Country Club, ‘Mr. and 
Mrs. Randall left for New Haven, Conn, 
where both will complete their final year 
at Yale Law School. Robert E. Dineen 
was former Superintendent of Insurance 
of New York State. 





HUNTER Y. VAN LEAR 


Hunter Y. Van Lear, secretary of The 
Home Insurance (Co., has been placed 
in charge of that company’s farm and 
crop-hail department. ‘Mr. Van Lear will 
continue to supervise The Home’s fire 
and casualty engineering division, and 
the company’s research and actuarial de- 
partments. Mr. Van Lear, a graduate of 
Virginia Polytechnic Institute, joined the 
company in 1946 as a special agent in its 
Richmond, Va., office. He was appointed 
state agent in ‘Richmond in 1951 and in 
1952 was transferred to the company’s 
head office in New York. In 1953 Mr. 
Van Lear was elected assistant secre- 
tary of the company in the underwriting 
department and in 1956 was made a sec- 
retary. 


* * * 


Louis Hawes long a popular figure in 
Rochester, N. Y., where he was exec- 
utive secretary of the Rochester Board 
of Underwriters and its successor, the 
Monroe County Association of Insur- 
ance Agents, for many years prior to 
his retirement a few years ago, has just 
marked his 75th birthday anniversary. 
Mr. Hawes has been conducting a small 
agency business since his retirement from 
the county board. During his active 
years Mr. and Mrs. Hawes attended 
many annual conventions of both the 
New York State Association of Insur- 
ance Agents and the National Associa- 
tion. 
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Hardly any group is too small to get in- 
surance under the Travelers umbrella. If four or 
more people are employed in your client’s business 
—the minimum number varies from state to state— 
The Travelers has a new package of benefits for 
him and his employees. Life Insurance, Accidental 





Death, Weekly Disability Income, Hospital, Med- 
ical, Surgical and Major Medical benefits are 
available. Amounts of insurance are liberal. Ad- 
ministrative features are simple’ and streamlined. 
The cost is low. Ask your Travelers man today about 
the employee plan for “Four or More.” 


THE TRAVELERS Insurance Companies f4nnrcsty 


P.S. How about this plan for your own agency? 


CONNECTICUT 




















MOST POWERFUL ADVERTISING — 


IN HEALTH INSURANCE HISTORY! 


4 


A terrific, hard-hitting, continuing advertising 
program backs you up all the way! You offer the 
most complete, most modern product line in 
health insurance history! 


Men and women who thought they had reached 
their top earning capacity have discovered they 
can increase their income right from the be- 
ginning as career representatives for Mutual of 


IN NATIONAL MAGAZINES! 


iy 2 3RD-COVER GATEFOLD IN 4 COLORS 
; — FEATURES TERESA BREWER! 


31,250,000 


Omaha. Earnings of $10,000—$15,000—$20,000 
and more are within your reach when you build 
a career with Mutual of Omaha. 


Behind this fabulous story of earnings is a 
well-planned program of sales training and de- 
velopment. Now is the time for YOU to move 
UP to Mutual of Omaha. Mail coupon below 
for all the facts! 


STRONGEST POSITIONS AND ADS 


OUTSTANDING 
RADIO-TV 
1 LOR ES 





CHET HUNTLEY 


ES EXPOSURES 
PARADE 


BACK COVER IN FOUR COLORS! 
24,955,707 EXPOSURES 





This Week 


BACK COVER IN FOUR COLORS! 
33,397,785 EXPOSURES 





Family 
Weekly 


BACK COVER IN FOUR COLORS! 
12,818,512 EXPOSURES 





BACK COVER IN FOUR COLORS! 


NBC-TV! 


JACK PAAR 
NBC-TV! 
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BOB 


TS URAIAME 23 000,000 EXPOSURES CONSIDINE 


NBC-RADIO! 


* * & & 


ARTHUR 
GODFREY 
CBS-RADIO! 
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FATHER KNOWS BEST 
starring Robert Young 








Local level advertising in Newspapers, 
Radio and Television! 


Throughout the country, local commercials, advertising 
and shows are selling Mutual of Omaha, paving the way 
for YOU, rounding up LEADS! 


DIRECT MAIL IN program will complete 
MASSIVE CAMPAIGN! the picture! 


ee ee 


j MAIL 
COUPON 
| TODAY 


A whopping direct mail 


Mr. Howard Dewey, Vice President 
Mutual of Omaha 


Omaha, Nebraska Dept. 1061 


Rush me facts about Mutual of Omaha’s Career Program that 
can boost my earnings 40% immediately! 


Name___ 





GOOD 
—~%’ NEIGHBOR 


MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 
HOME OFFICE: OMAHA, NEBRASKA 


The Greatest Name in Health Insurance’ 





City__ a S| eee 
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